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ABSTRACT 
 
The objective of the study is to investigate and compare the 2010 first year 
intake students’ profile, for the NMMU Business School MBA programme with 
their module success rate against success indicators derived from previous 
literature and the SHL tests results in order to compile a conceptual framework 
as a guide to analyse the database used. 
 
The MBA success indicators, as provided in previous literature, were analysed 
by addressing the following: 
- The psychometric tests as predictors of success; 
- Age as a predictor of success; 
- Cultural background as a predictor of success; 
- Work experience as a predictor of success; and 
- Educational background as a predictor of success. 
 
The NMMU Business School MBA students’ historical data were used as a 
database for this study. The module pass rates were collated as part of the 
database, which included the students’ biographical information. The results of 
the SHL test battery used as the entrance test for admission could not be 
obtained as the information is regarded as confidential given that the nature of 
the assessment data requires certain training qualifications from users; and 
SHL South Africa was approached to collaborate on this study. SHL South 
Africa performed the statistical analysis and provided these for interpretation 
and use in the study. 
 
The study revealed  that more than half of the NMMU MBA candidates did not 
complete the programme in the minimum prescribed period, as only 40.5% of 
the  candidates completed successfully all modules in this period, and 52% of 
them were in the 30 -39 years-age category. It also revealed that 78.1% of 
those that had successfully completed the programme were males compared 
with the 21.9% of females that completed the course. 
 
The study showed that in the 59.5% of those that were not successful, 40.4% 
were females compared to 59.6% of unsuccessful males in the same sample.  
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Although the pass rates ranged above 75%, only one module had the full 
sample writing the examination, and the lowest core module had 67% 
candidates writing the examination. 
 
The current entrance process is recommended with improvements to increase 
the pass rates, throughputs, and to allow for a stricter analysis of the entrance 
test results.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
iv 
 
ACKNOWLEDGEMENTS 
 
 
The successful completion of this research would not have been possible 
without the support, guidance and encouragement of certain individuals.  In 
particular, the assistance of the following is gratefully acknowledged. 
 
 Dr. R.E. Gerber, my supervisor for his invaluable support and expert 
guidance. 
 
 The SHL South Africa, in particular Ms Tina Joubert, for her guidance 
and assistance with the quantitative analysis. 
 
 I wish to thank the management and staff of the NMMU Business School 
for allowing me the opportunity to study this stimulating course. 
 
 Dr. P Goldstone, for his assistance in editing the content. 
 
 My family, for their support, understanding and encouragement 
throughout my academic studies.  
 
 Finally, my Heavenly Father, for providing me with the strength, 
understanding and endurance to complete the prescribed studies and 
conduct this research.  
 
 
 
 
 
 
 
 
v 
 
 
 
 
vi 
 
TABLE OF CONTENTS 
 
CHAPTER 1          1 
1.1 BACKGROUND AND RATIONALE      1 
1.2 PROBLEM STATEMENT       4 
1.3 OBJECTIVES TO BE ACHIEVED / HYPOTHESIS   6 
1.3.1 Primary objectives       6 
1.3.2 Secondary objectives      6 
1.4 SIGNIFICANCE OF RESEARCH      7 
1.5 RESEARCH METHODOLOGY      8 
1.5.1 Research design objectives     8 
1.6 KEY ASSUMPTIONS       9 
1.7 DEFINITION OF KEY CONCEPTS      9 
1.8 RESEARCH LAYOUT       10 
1.9 CONCLUSION        11 
CHAPTER 2          12 
2.1  INTRODUCTION        12 
2.2  THE SOUTH AFRICAN BUSINESS SCHOOLS    14 
 2.2.1 SABSA’s mission       16 
 2.2.2 SABSA’s objectives       17 
2.3  THE NATURE OF ADMISSION PROCESS    18
 2.3.1  Admission requirements in South African    19 
Business Schools  
2.3.2  Admission requirements to the MBA at the    22 
Nelson Mandela Metropolitan University’s Business School 
2.4  PSYCHOMETRIC TESTING TOOLS     23 
 2.4.1  Graduate Management Admission Test (GMAT)  24 
  2.4.1.1  Advantages of using GMAT     24 
 2.4.2 The SHL Test        27 
  2.4.2.1 Verbal Critical Reasoning (VMG3)    27 
  2.4.2.2 Numerical Critical Reasoning (NMG3)    28 
2.4.2.3 Diagrammatic Series (DC3.1)     28 
  2.4.2.4 Occupational Personality Questionnaire (OPQ32)  28 
2.4.3  APIL Test        29 
vii 
 
 2.4.4  National Benchmark Test      30 
2.5  PREDICTING ACADEMIC PERFORMANCE IN MBA   33 
 2.5.1  Age as predictor of performance     34 
2.5.2 Work experience as a predictor of performance   35 
2.5.3  Cultural background as a predictor of performance  36 
2.5.4  Educational background as a predictor of performance 36 
2.6  CONCEPTUAL FRAMEWORK      37 
2.7  CONCLUSION        39 
CHAPTER 3          41 
3.1  INTRODUCTION        41 
3.2  RESEARCH PARADIGM       41 
 3.2.1  Positivistic and Qualitative paradigms    42 
3.2.2  Inductive and deductive research     43 
3.2.3  Explanatory, exploratory and descriptive research  43 
3.3  ACTIONS TAKEN TO ADDRESS THE SUB-PROBLEMS  44 
3.4  EMPIRICAL STUDY        46 
 3.4.1  Population        47 
 3.4.2  Sampling        47 
3.4.3  Questionnaire development and design    50 
3.4.4  Administering of the questionnaire    51 
3.4.5  Response rate       51 
3.5  METHODOLOGY FOR THE CURRENT STUDY    52 
3.6  CONCLUSION        53 
CHAPTER 4          54 
4.1  INTRODUCTION        54 
4.2  SAMPLE DESCRIPTION       55 
4.3  EMPERICAL FINDINGS       59 
 4.3.1  Descriptive statistics      60 
 4.3.2  Inferential statistics and Correlation analysis   66 
4.3.3  Personality questionnaire correlations    74 
4.4  CONCLUDING REMARKS       75 
CHAPTER 5          77 
5.1  INTRODUCTION        77 
5.2  RESEARCH SUMMARY       77 
5.3  PROBLEMS ENCOUNTERED      79 
viii 
 
5.4 CONCLUSIONS        79 
5.5 RECOMMENDATIONS       84 
5.6  CONCLUDING REMARKS       85 
LIST OF REFERENCES        86 
ANNEXURES         90 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
ix 
 
LIST OF TABLES 
 
Table 2.1  :  List of Graduate Schools of Business    15 
Table 2.2 : Admission requirements of Graduate Schools of Business 20 
Table 2.3  :  NBT Content areas       32 
Table 4.1  :  Demographic information       55 
Table 4.2  :  SHL Entrance test scores      60 
Table 4.3  :  SHL Entrance sten scores      61 
Table 4.4  :  OPQ32 Sten scores       61 
Table 4.5  :  Number of candidates per module examination   63 
Table 4.6  :  Module success rates      65 
Table 4.7  :  SHL test – Demographic correlation    67 
Table 4.8  :  Module – Demographic correlation    68 
Table 4.9  :  Correlation between modules and entrance test  70 
 
LIST OF FIGURES 
 
Figure 2.1 : Proposed conceptual model     38 
 
 
 
 
 
 
 
 
x 
 
ANNEXURES 
 
Annexure A  –  Occupational Personality Questionnaire:  90 
Scale names and descriptions 
Annexure B1   –  Correlation between modules and OPQ32i  91 
(First 11 scales) 
Annexure B2  –  Correlation between modules and OPQ32i  92 
(Second 11 scales) 
Annexure B3  –  Correlation between modules and OPQ32i  93 
(Last 10 scales) 
Annexure C   –  Application for access to students’ information 94 
Annexure D   –  Consent to access students’ information  97 
 
1 
 
CHAPTER ONE 
 
INTRODUCTION AND PLANNING OF THE STUDY 
 
 
1.1 BACKGROUND AND RATIONALE 
 
According to Rinehart (2007: 17), the different degrees that offer 
business studies, such as the Bachelor of Business Administration and 
the Bachelor of Commerce, are perceived to produce graduates with 
unique skill sets and competencies: Some, with more management and 
people-based skills, and others that are more focused on the quantitative 
and financial areas.   
Accordingly, the programme structures and entrance requirements reflect 
the differences in programme focus. The Master’s degree in Business 
Administration programme, unlike the Bachelor’s programmes, is a 
degree historically perceived as a graduate’s ticket to employment 
opportunities, generous salaries and the business savvy that garners 
respect across industries.  Unlike other Master’s level programmes, 
which are an extension of other degrees, the MBA is a degree meant for 
people from disciplines other than business, who require training in basic 
business leadership and managerial skills to advance their careers.   
 
It is a degree meant to build on past learning, both formal and informal in 
nature, advancing the student to a new level of understanding – the 
environment in which they will live and work (Rinehart, 2007:17).   
 
Admission to the MBA programme requires, amongst others, an 
applicant to be evaluated by means of a psychometric test.  The tests are 
designed to measure, amongst others, language skills, numeric ability 
and analytical capability.  Based on the results of the tests, the applicant 
may also be required to be available for a selection interview.  According 
to Anastasi and Urbina (1997:3), there is a growing emphasis on the use 
of tests to enhance self-understanding and personal development. 
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Certain tests have been specifically developed for use in the educational 
context. 
 
The South African Business Schools make use of different criteria. Some 
select candidates, according to minimum admission requirements, while 
others use the Graduate Management Admissions Tests (GMAT); and 
others use the SHL battery of tests, in addition to the minimum admission 
requirements.  This trend is synonymous with the methodology of 
international business schools (Scholtz & Du Plessis, 2009:579). 
 
In dealing with intelligence test items, Kline (1993: 176) defined 
intelligence as the basic reasoning ability, the ability to deduce correlates 
and perceive relationships.  He argued that fluid ability is likely to be 
measured by unfamiliar tasks or with materials so well-known that 
individual differences in learning and acculturation are unlikely to affect 
the results. This could, therefore, be necessary when measuring an MBA 
candidate’s prospects of successfully completing the programme. 
 
The MBA programme, whether modular or full-time, requires that the 
candidate has a certain level of apprehension. It requires that the 
candidate has the ability to work under pressure, be multi-tasked, be able 
to manage time, understand group dynamics, and be able to work in a 
group environment.  According to Bisschoff (2005; 301), Business 
Schools are continuously faced with the problem of admitting the “right” 
students to their programmes.  He further argues that it would be 
beneficial if an admission test could predict, on a significant level, 
whether an applicant would become that “right” student after admission. 
 
The MBA is the most recognised business management degree in the 
world.   The qualification develops generic and strategic management, as 
well as the leadership competencies required for success in the 
corporate world, or as an entrepreneur (Regenesys Business School 
2012). 
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This provides an overview of the expected outcomes of the Business 
School, and how these outcomes would impact on the moulding of future 
graduates.  
 
According to Kotze and Griessel (2008:147), graduation and retention 
rates in higher education, especially at Master’s level, are crucial to the 
maintenance of academic standards, as well as university funding. They 
conclude that the graduation rates across all provider types of MBA 
qualifications in South Africa are not very high. Various studies have 
reported that, in order to address poor throughput rates, one of the 
important aspects that needs to be addressed, is the criteria used to 
select students for the programme.  
 
Problems associated with admission and the validity of the selection 
criteria of MBA students are not limited to South African Business 
Schools, and have been researched and reported on extensively, both 
locally and internationally (Kotze and Griessel, 2008:147). 
 
The South African Business Schools Association (SABSA), an 
association of Business Schools in South Africa that offer accredited 
MBA programmes, lists eighteen (18) institutions as members. Only two 
of the member institutions do not require, as part of their entrance 
requirements, prospective candidates for the MBA programme to either 
sit for an entrance test, or an interview of any form.  This could be due to 
such institutions’ intention to attract more candidates to sustain them 
financially, or to increase their throughput rates. 
 
The Business Schools in South Africa mainly use two types of tests, 
namely: the GMAT and SHL tests. The Graduate Management 
Admission Test (GMAT) measures verbal, mathematical and analytical 
skills that the candidate ought to have developed over a period of time in 
his/her education and work. The SHL is an international company that 
offers a wide range of assessments to measure numerical, verbal, 
deductive, inductive, checking, calculation and mechanical reasoning 
skills appropriate for all job levels and industries (SHL 2012). 
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This study is concerned with the profile of a successful MBA candidate.  
It attempts to investigate the nature and manner of the profile of a 
successful candidate by comparing this with the unsuccessful candidates 
in the MBA programme. The investigation is to be conducted on the 
NMMU Business School 2010 first-year intake, in order to compare such 
students’ modules success rate against success indicators derived from 
previous research and the SHL test results.  
 
The correlation theory will be applied to test the comparisons that have 
been identified in this study. 
 
 
1.2 PROBLEM STATEMENT 
 
The purpose of this study is to investigate and compare the 2010 first-
year intake students’ profile, for the NMMU Business School MBA 
programme, with their module success rate against success indicators 
derived from previous literature and the SHL tests.  
 
The Nelson Mandela Metropolitan University, in its MBA website (NMMU 
2011), when discussing learner preparedness, believes that the 
indiscriminate admission of applicants to a demanding programme, such 
as an MBA is unproductive and unethical. To allow candidates into the 
programme, knowing that they might not manage, is nothing short of 
exploitation, and has the potential to lower output standards over time.  
 
The University further states that due to its educational approach – where 
a significant portion of learning occurs within the study groups – the 
compatibility of learners and their individual abilities, to add value, to play 
a vital role in the learning process, are important and significant 
attributes. For these reasons, it employs a sophisticated selection 
procedure, which includes the following: 
a. The candidate must have at least a three-year post-matric 
qualification.  
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b. The candidate must have at least three years of managerial 
business, or three years of general work experience.  
c. The candidate must be at least 25 years of age.  
d. The candidate’s potential and aptitude are evaluated by using a 
batch of psychometric tests standardised for South African 
conditions.  
e. The candidate is interviewed to gauge his/her attitude and 
commitment, personal circumstances and general preparedness for 
the programme. 
 
The sub-questions that need to be addressed are: 
 
i. What does literature infer to as both MBA and postgraduate 
success indicators? 
ii. What are the entrance requirements for the NMMU Business 
School MBA, and how do these differ from those of other 
accredited institutions in South Africa? 
iii. What are the available admissions psychometric tests? How do 
they compare? And what information does the test used at the 
NMMU Business School give about a candidate subjected to such 
a test? 
iv. What are the indicators, elements and/or variables that make up 
an MBA student profile; 
v. What do the student profiles for the 2010 first year intake look 
like? 
vi. What does the student’s module success rate, up to June 2012, 
for the 2010 intake, look like? 
vii. How do the profiles of the successful group compare with the 
profiles of the unsuccessful group? 
viii. What can be deduced from the results above, and what model 
could be constructed given such profiles? 
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1.3 OBJECTIVES TO BE ACHIEVED / HYPOTHESES 
 
The research objectives can be defined as primary and secondary 
objectives. 
 
1.3.1 Primary objectives 
 
The primary objective of this study is to determine and describe 
what the profile for a 2010 MBA first-year candidate at the NMMU 
Business School looks like, and how it should look, in order to be 
successful in the MBA modules. 
 
1.3.2 Secondary objectives 
 
To achieve the primary objective, the following secondary 
objectives will be pursued: 
 
- to find support in secondary literature on success indicators for 
both MBA  and postgraduate studies; 
- to map the profiles of 2010 NMMU MBA first-year candidates, 
the success-rate module profiles of such candidates, and to 
compare the profiles of successful and unsuccessful 
candidates; 
- to investigate the influence the candidate’s age has on 
successfully or unsuccessfully completing the MBA programme; 
- to investigate the influence of the candidate’s educational 
background on successfully or unsuccessfully completing the 
MBA programme; 
- to investigate the influence of the candidate’s cultural 
background in successfully or unsuccessfully completing the 
MBA programme; 
- to investigate the influence of the candidate’s work experience 
on successfully or unsuccessfully completing certain modules in 
the MBA programme; 
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- to investigate the impact of the candidate’s gender on 
successfully or unsuccessfully completing the MBA programme; 
and  
- to investigate the influence of the results obtained for the SHL 
tests on the results of every module, and subsequently to being 
successful or unsuccessful in the programme. 
 
The following hypotheses are, therefore, to be investigated: 
 
H01:  The educational background of candidates has no influence on 
the results obtained by the psychometric tests. 
H02: The cultural background of candidates has no influence on the 
results of the psychometric tests. 
H03: Working experience has no influence on the results of the 
psychometric tests. 
H04: The age of the candidates has no influence on the results of the 
psychometric test. 
H05: There is no influence of the results obtained for the psychometric 
tests on those of the individual modules. 
H06: H07: There is no influence of the results obtained for the 
psychometric tests on the number of candidates graduating in 
the minimum number of years prescribed. 
 
 
1.4 SIGNIFICANCE OF THE RESEARCH 
 
Too much trust is placed on the admission criteria. These were intended 
to indicate those candidates that would be successful in the programme, 
and that the candidate has the potential to complete the MBA 
programme.  In the South African context, where there were imbalances 
in the education system, an argument could be pursued that such an 
environment might influence the throughputs of the programme. 
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The use of the psychometric testing, as admission criteria, should inform  
whether such testing outcomes serve the intended purpose. This does 
not only address the validity and reliability of such tests; but it also 
ensures sustainability of offering such a programme. 
 
The importance of investigating the given hypotheses ensures adequate 
management of the selection process, as it looks at the concealed 
assumptions required to attain the qualification successfully. These 
factors cannot be overlooked in the South African context, as they form 
the pillars of educational success. 
 
 
1.5 RESEARCH METHODOLOGY 
 
1.5.1 Research design objectives 
 
The following research design objectives will be pursued in this 
study: 
 
- To conduct a secondary literature review on the nature, benefits 
and disadvantages of the entrance tests used for the selection 
of MBA candidates at the NMMU Business School. 
- To conduct a secondary literature review on the variables that 
influence success in MBA programmes and postgraduate 
studies at other international and South African business 
schools. 
- To request the following historical data (covering the period 
2010 to June 2012) of NMMU MBA candidates that registered 
for the first year of study in 2010. 
 Profiles of such candidates 
 Entrance test results 
 Tests and/or examination results for the modules up to June 
2012 
9 
 
- To code these data and analyse them for trends and 
correlations. 
- To interpret the findings and make conclusions. 
- To provide recommendations for a successful model that could 
be adopted by the NMMU Business School MBA, and to 
provide such a model to inform future candidate profiling for the 
NMMU Business School.  
 
The research project will follow an interpretivist paradigm because of the 
nature of the problem statement, which requires observing the trends of 
relationships, influences and impacts of the psychometric testing, as 
these trends could predict the performance of MBA candidates. 
 
 
1.6 KEY ASSUMPTIONS 
 
This study makes certain assumptions, namely: 
 
a. The selection process at NMMU is of the utmost importance; 
b. The tests used by NMMU are appropriate for the selection process, 
c. The field of study has been researched, and there is adequate 
literature for further research; 
d. Contrary to the hypotheses, there exist factors that have an influence 
on the progress – and thus the achievement – in the MBA 
programme. 
 
 
1.7 DEFINITION OF KEY CONCEPTS 
 
To clarify the concepts used and to establish an appropriate framework, 
the following definitions apply: 
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 Admission 
 
This is a process from when a potential student develops an interest in 
entry to higher education until enrolment in a particular institution, and a 
course of study takes place (Harman 1994:318). 
 
 Psychometric tests 
 
This comprises a means of psychological measurement, which may 
include the measurement of knowledge, personal traits, attitudes, abilities 
and educational measurement. 
 
 Selection process 
 
Selection may be defined as the combination of processes that lead to 
the selection of one or more candidates over others, for one or more jobs 
or roles (Edenborough 2005:2). 
 
 Successful NMMU MBA candidate 
 
A successful NMMU MBA candidate is the student that, after registering 
for the first time in 2010, had passed all fourteen modules  and two 
electives by June 2012 and the average of the collective modules is 65% 
or greater. The module 
 
 
1.8 RESEARCH LAYOUT 
 
Chapter One provides an introduction to the study. It identifies the main 
problem, and the sub-problems; and it identifies these as hypotheses. 
The significance of this study is also, addressed. The research 
methodology is briefly explained.  
 
Chapter Two is the literature study, and investigates any previous 
research work that has been done with regard to this study.  
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Chapter Three deals with the research methodology and design. This 
chapter interrogates the research model that has been used, taking into 
account the questions in the questionnaire, and the analysis of the data 
in detail. 
 
Chapter Four lists the results of the empirical study, and analyses these 
according to the research question. These results would be subjected to 
statistical analysis, and the statistical tool presented. The results 
emanating from this tool are explained – to provide a meaningful analysis 
of the results. 
 
Chapter Five, which is the last chapter, provides conclusions drawn from 
Chapter Four: the results and recommendations pertaining to this study.  
 
 
1.9 CONCLUSION 
 
In conclusion, this chapter is the introduction to a study that investigates 
the selection criteria used by the Nelson Mandela Metropolitan 
University’s Business School for accepting candidates to its MBA 
programme. 
 
The study investigates the use of psychometric testing as entrance 
requirements, and further draws correlations in line with the hypotheses 
for investigating whether there is any relationship to success in this 
programme. 
 
The significance of the study is looked at through the primary and 
secondary objectives of the study. The importance, therefore, of the 
study is based on ensuring the improvement of the management of the 
selection process for MBA candidates. 
 
The following chapter deals with the literature study undertaken in 
investigating previous research work done related to this study. 
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CHAPTER TWO 
 
THE LITERATURE STUDY  
 
 
2.1  INTRODUCTION 
 
 In Chapter One, the main problem, the sub-problems, the objectives of 
the study, and the significance of the research study were described. The 
purpose of this study was to investigate and compare the 2010 first-year 
intake student’s profile, for the NMMU Business School MBA 
programme, with their module success rate against success indicators 
derived from previous literature and the SHL test results in order to 
compile a conceptual framework as a guide to analyse the database 
used. 
 
In this chapter, brief background information on the South African 
Business Schools offering an MBA is given, and the current admission 
processes to these institutions are defined. The relationship between 
variables, such as age, gender, culture, educational background, work 
experience and the level of performance in the MBA admission test will 
be discussed.  The focus of this chapter is on tools used by the 
institutions to admit candidates that would be able to complete the 
qualification and add value to the economy of the country – either 
through being employed or via entrepreneurship. 
 
 Since many of the studies on the different admission and selection 
methods were on different subject fields in different institutions, and with 
contradictory results, they were not always comparable. Due to the lack 
of conclusive evidence on the effectiveness of the MBA selection 
methods, it was necessary to further investigate the matter (Kotze and 
Griessel, 2008:148).  
 
 Gaylard (2005: 5) states that in the South African context, as a legacy of 
the colonial era and apartheid, most black South Africans received poor 
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quality education, although there were some black South Africans who 
received privileged education at private schools during the 1980s. 
Therefore, as a consequence of this, black South Africans comprised a 
heterogeneous group, which differed in quality of education, which could 
be expected to result in a discrepancy of cognitive test performance 
within this group. 
 
 According to Taylor (2010: 10), the admission processes of institutions of 
higher learning need to find a balance between the following: 
 The constitutional imperative of redressing past imbalances in 
education versus accepting students who were not able to operate at 
postgraduate level. 
 Building the reputation of the MBA programme at the expense of only 
accepting previously advantaged students, versus admitting marginal 
MBA students, in order to bolster the numbers of paying “customers”. 
 
 Taylor (2010: 10) believes that if the admission processes of an 
institution were able to determine whether previously disadvantaged 
applicants had the ability to improve their verbal and numerical skills and 
pass the MBA, it would create a win-win situation for both the institution 
and the applicant. Similarly, if the admission processes could predict for 
applicants and their sponsors whether there was a strong likelihood that 
they would waste their fees by failing exams, this would also create a 
win-win situation.   
 
           This means that the sponsors would be granting sponsorships only to 
those applicants that would pass and complete the programme, and that 
deserving applicants would be able to achieve their goals. 
 
 To predict academic performance in the MBA in South Africa, the 
following have been investigated and used in considering the admission 
of candidates:  
 GMAT scores  (and other undergraduates’ pass mark) 
 Age of the candidate 
 Candidate’s work experience 
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 Candidate’s education background (Scholtz and Du Plessis, 2009; 
Kotze and Griessel, 2008; Yang and Lu, 2001; Hancock, 1999). 
 
 Another challenge for admissions authorities has been the increasing 
numbers of applicants from different cultural groups within this country as 
well as from international destinations (Cronje, 2009:3).  According to 
Thomas (2003:42), Business Schools worldwide were beginning to 
realize that educational models were no longer static, isolated structures. 
They were interacting at an accelerated level, and it was important, if not 
crucial, that they should be able to reconcile those models, so that 
students could more easily cross borders to study and work. 
 
 In the next section, the South African business schools are going to be 
briefly discussed in order to understand how these are structured in the 
South African context.  
 
 
2.2  THE SOUTH AFRICAN BUSINESS SCHOOLS 
 
A lot of research had been published regarding institutions of higher 
learning offering the MBA; but the South African Business School 
Association has not extensively been the focus, especially within the 
context of South African education and environment.  According to 
MBA.co.za, there are seventeen business schools, as listed in Table 2.1, 
that offer the MBA programme in South Africa; and together, they form 
the South African Business Schools Association.   
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Table 2.1 – List of Graduate Schools of Business 
SCHOOL/INSTITUTION PROGRAMMES 
Gordon Institute of Business Science  
University of Pretoria 
MBA 
Wits Business School  
University of the Witwatersrand 
MBA 
Graduate School of Business (USB)  
University of Stellenbosch 
MBA 
Graduate School of Business (GSB)  
University of Cape Town 
MBA, EMBA 
Graduate School of Leadership (SBL)  
UNISA 
MBL 
Regent Business School 
  
MBA 
School of Management  
University of the Free State 
MBA General 
Rhodes Investec Business School (RIBS)  
Rhodes University 
MBA 
North-West University - Mafikeng Campus MBA 
Potchefstroom Business School  
North-West University  
• Potchefstroom Campus  
• Vaal Triangle Campus 
MBA (Contact) 
Business School  
Tshwane University of Technology 
MBA 
MBA Unit  
Nelson Mandela Metropolitan University of 
Technology 
MBA General 
MANCOSA MBA General  
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MBA Tourism 
Management & 
Development 
Milpark Business School – Milpark MBA 
Henley Management College of SA – 
Sunninghill 
MBA 
University of KwaZulu-Natal (Westville 
Campus)  
Graduate School of Business 
MBA 
University of Limpopo  
Turfloop Graduate School of Leadership 
(TGSL) 
MBA 
       Adopted from SABSA (www.sabsa.co.za) 
 
The South African Business Schools Association (SABSA) has the 
following mission and objectives: 
 
2.2.1  SABSA’s mission 
 
The South African Business Schools Association (SABSA)’s mission has 
been identified as to assist in creating an effective means of leveraging 
information, skills and expertise between business schools, and to assist 
in developing the business education sector in line with international 
standards. 
 
It has aimed to provide a platform for the generation and exchange of 
innovative ideas, as well as the exposure of best local and international 
practices and experience. This sharing of knowledge is aimed at 
improving the overall quality of business education on an on-going basis 
(www.sabsa.co.za). 
 
 
 
17 
 
2.2.2  SABSA’s objectives 
 
According to SABSA (www.sabsa.co.za), its objectives include the 
following: 
 To act as a body to promote the collective interests of its 
members; 
 To promote interest in and knowledge of business and 
management; 
 To promote co-operation with other reputable and recognized 
institutions; 
 To create a forum for the discussion of relevant education 
legislation; 
 To assist in the development of teaching methodology; 
 To organize academic conferences; 
 To assist the development of those business schools in earlier 
stages of development; and 
 To improve on the system of assessment of the quality of 
business education in South Africa. 
 
SABSA’s constitution requires that membership be restricted to South 
African Graduate Schools. A school may apply for membership if it is 
accredited to offer the Masters of Business (MBA) degree or the Master’s 
degree in Business Leadership (MBL)  by the Council for Higher 
Education (CHE). 
 
“The South African Council for Higher Education is an independent 
statutory body established by the Higher Education Act, No. 101 of 1997. 
The CHE as the Quality Council for Higher Education advises the 
Minister of Education on all higher education issues, and is responsible 
for quality assurance and promotion through the Higher Education 
Quality Committee. In line with the responsibilities assigned to it, the 
CHE assumes executive responsibility for quality assurance and quality 
promotion in higher education and training, including programme 
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accreditation, institutional audits, programme evaluation, quality 
promotion and capacity building” (www.sabsa.co.za). 
 
2.3  THE NATURE OF THE ADMISSION PROCESS 
 
According to Scholtz and Du Plessis (2009: 579), the selection of the 
ideal candidate into the MBA programme was a challenge that all 
Business Schools faced in order to be viable in the competitive 
environment of today. To find a reliable selection tool that would be able 
to predict the success of MBA candidates was part of the challenge, as 
qualifications alone did not guarantee the potential of a candidate to 
successfully obtain the MBA qualification within the specified timeframe.  
 
Bisschoff (2005: 301) states that the market value and image 
surrounding the MBA made it a favourable option for postgraduate 
management studies; and as a result, a vast number of applicants 
clamoured for acceptance at business schools for entry to the 
programme. The demands from the market further emphasised the 
responsibility of business schools in admitting suitable candidates. 
 
Bisschoff (2005: 301) further argues that business schools were 
continuously faced with the problem of admitting the “right” students to 
their programmes.  The “right” students were assumed to be students, 
who performed well academically, passed the programme well, made a 
difference in the business community and developed into alumni to 
whom the business school could proudly refer in their marketing efforts 
and in the market place. 
 
Kotze and Griessel (2003:147) identified that the problems associated 
with admission and the validity of the selection criteria of MBA students 
were not limited to South African Business Schools, but have been 
researched and reported on extensively, both locally and internationally. 
 
In exploring the context of MBA admissions processes, Taylor (2010: 2) 
considered a variety of factors that should be considered, including: 
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 Policy requirements of the Council for Higher Education that public 
higher education institutions offering MBAs should seek to redress 
past discrimination, and strive for representivity and equal access 
for applicants; 
 Supply and demand realities in the ratios of qualified applicants 
from previously disadvantaged groups in determining 
representivity; 
 Reviewing some of the admissions tests used, in the context of 
validity, bias and fairness of admissions procedures; 
 Consideration of the benefits of appropriate admissions tests to all 
stakeholders. 
 
2.3.1  Admission requirements in South African Business Schools 
 
The South African Business Schools make use of different selection 
criteria. These are largely based on a previous tertiary qualification, age 
and years of work experience. The use of psychometric testing and 
individual interviews is, also, a requirement in some of the business 
schools. 
 
Taylor (2010: 2) argues that the goal of the admission policies of all 
public institutions of higher education is spelled out in the preamble of 
the Higher Education Act 101 of 1997 (as amended). This Act reflects the 
need for institutions of higher education to strike a balance between:  
a) Taking appropriate measures to admit students, in order to 
redress past inequalities,  without unfairly discriminating in any 
way, whilst also 
b) Pursuing excellence, in order to contribute to the advancement of 
knowledge and scholarship in keeping with international standards 
of academic quality. 
 
The following table (Table 2.2) summarises the admission requirements 
of the listed institutions that offer the MBA: 
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Table 2.2 – Admission requirements of Graduate Schools of Business 
NAME MINIMUM 
EDUCATIONS 
QUALIFICATIONS 
MINIMUM 
NUMBER OF 
YEARS 
WORK 
EXPERIENCE 
MINIMUM 
AGE 
ADMISSION 
TEST 
GIBS B Degree  
Diploma – limited 
number - interview 
 
5 (including  2 
managerial) 
 APIL, 
Numerical + 
Verbal 
Reasoning, 
Essay 
Henley 
Management 
College 
Honours Degree or 
Post Graduate 
Diploma equivalent 
to NQF 8 
3 managerial 27 years None 
MANCOSA 3year 
Degree/Diploma 
equivalent to NQF 
6 or apply for RPL 
2 or 
considerable 
number of 
years 
23 years or 
27 years 
None 
Milpark B Degree 
Diploma / RPL 
qualifications 
assessed and 
applicants 
interviewed 
3 to 5 years 23 years APIL, 
Numerical 
and Verbal 
Skills, Essay 
Nelson 
Mandela 
Metropolitan 
University 
Degree/3 year 
National Diploma/ 
NQF 6 
3 relevant or 5 
general 
 Numerical, 
Verbal 
Reasoning. 
Personality,  
Essay 
(International) 
North West 
University 
B Degree or 
National Diploma 
equivalent to NQF 
3 years  Numerical & 
Verbal 
Reasoning, 
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6 Personality 
Potchefstroo
m 
B Degree 3 to 5 years  Numerical, 
Communicati
on & 
Personality 
Regenesys B Degree or 
equivalent (NQF 6) 
or limited number 
non-degree 
2 relevant or 
10+  (including 
5 managerial)  
 Language, 
Numerical, 
Analytical 
Ability 
Regent  B Degree/NDipl/ 
NQF 6 equivalent 
or RPL based on 
work experience, 
age and previous 
studies 
2 relevant  23 years None 
Rhodes 
Investec  
B Degree or 
equivalent (NQF 6) 
or limited number 
on basis of RPL 
3 relevant 
(including 1 
managerial) 
 National 
Benchmark 
Test 
Tshwane 
University of 
Technology  
Degree/Diploma/M
+4  
5 years 25 years Psychometric 
Tests  
Turfloop-
University of 
Limpopo 
B Degree 3 managerial  Numerical 
Aptitude Test 
(Applicants 
without matric 
maths or 
university 
stats) 
UNISA B Degree  3 years  None 
University of 
Cape Town 
B Degree or 
equivalent (NQF 6) 
Or RPL based on 
work experience 
Preferred   National 
Benchmark, 
GMAT 
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University of 
KwaZulu-
Natal  
Degree/National 
Diploma/ NQF 6 
5 years 25 years APIL, 
Numerical, 
Verbal Skills 
and Essay 
University of 
Stellenbosc
h 
B Degree or 
equivalent 
3 years  GMAT 
(Dips/RPL)  
Or Numerical, 
Verbal, 
Personality 
(SA Degree) 
University of 
the Free 
State 
Recognized 3 year 
qualification 
3 26 years Personality, 
Computer 
Skills, 
English, 
Accounting, 
and 
Numerical 
Tests 
WITS  B Degree 3 (full time) 
4 (part time) 
 GMAT 
 
 
2.3.2  Admission requirements to the MBA at the Nelson Mandela Metropolitan 
University’s Business School 
 
The Nelson Mandela Metropolitan University, in its MBA website, 
believes that the indiscriminate admission of applicants to a demanding 
programme, such as an MBA is unproductive and unethical. To allow 
candidates into the programme knowing that they might not manage, is 
nothing short of exploitation, and it has the potential to lower output 
standards over time (www.nmmu.ac.za).  
According to the NMMU, due to its educational approach – where a 
significant portion of learning occurs within the study groups, the 
compatibility of learners and their individual abilities to add value, play a 
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vital role in the learning process. For these reasons, it employs a 
sophisticated selection procedure, which includes the following criteria: 
a. The candidate must have at least a three-year post-matric 
qualification.  
b. The candidate must have at least three years of managerial 
business or three years of general work experience.  
c. The candidate must be at least 25 years of age.  
d. The candidate’s potential and aptitude are evaluated, using a batch 
of psychometric tests standardised for South African conditions.  
e. The candidate is interviewed to gauge his or her attitude and 
commitment, personal circumstances and general preparedness for 
the programme. 
 
The underlying assumptions in the NMMU selection criteria are that 
candidate’s post-matriculation qualifications would have provided 
substantial evidence for becoming successful in the programme.  The 
age requirement and managerial experience should suffice for the 
candidate to be successful. This disregards an educational background 
could have been influenced by elements, such as the country’s non-
standardised education system, cultural background and work 
experience that might not have reached managerial level. 
 
2.4 PSYCHOMETRIC TESTING TOOLS 
 
 Much research has shown that the psychometric tests were meant to 
evaluate, amongst other things, the candidate’s skills with regard to 
analytical writing, quantitative and verbal assessments (Taher and Yao, 
2011; Cronje, 2009; Taylor, 2010; Adendorff and North, 2004).  The 
following testing tools had earlier been identified as methods of selection 
for admission of suitable candidates to the different institutions of higher 
learning that are offering the MBA programme in South Africa (Table 
2.2). 
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2.4.1  Graduate Management Admission Test (GMAT) 
 
The Graduate Management Admission Test consists of three main parts 
delivered in English, and administered in test centres around the world. 
The GMAT exam measures verbal, mathematical, in addition to 
analytical and writing skills that a candidate has developed over time. 
The exam helps graduate programmes assess one’s qualification for 
advanced study in business and management, and its test scores are 
valid for five years; so one has the ability to start his or her graduate 
studies immediately, or later within the 5 years (www.mba.com). 
 
2.4.1.1 Advantages of using GMAT 
 
 The GMAT adjusts to the individual’s ability level, which both shortens 
the time it takes to complete the exam, and establishes a higher level of 
accuracy than does a fixed test. 
  It produces an accurate assessment of one’s ability level in a particular 
subject area.  
 In a computer-adaptive test, only one question at a time is presented. 
Because the computer scores each question before selecting the next 
one, a candidate may not skip, return to, or change responses to 
previous questions. 
 
The GMAT test consists of three timed sections, namely: 
 
a) An analytical writing assessment 
 
The analytical writing assessment is used as a direct measure of 
one’s ability to think critically and to communicate ideas.  It 
consists of two 30-minute writing tasks, the analysis of an Issue 
and the analysis of an argument.  The issues and arguments 
presented on the test concern topics of general interest related to 
business, or a variety of other subjects.  Specific knowledge of the 
essay topic is not necessary; only the candidate’s capacity to 
write analytically is being assessed.  For the analysis of an issue 
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section, a candidate has to analyse the issue presented and 
explain his/her point of view on the subject. There is no correct 
answer; instead, one should consider various perspectives, use 
relevant reasons or examples drawn from personal experience, 
observations, or reading to develop one’s own position on the 
issue.  
 
b) Quantitative assessment 
 
The Quantitative section of the GMAT measures the ability to 
reason quantitatively, solve quantitative problems, and interpret 
graphic data.  Two types of multiple-choice questions are used in 
the Quantitative section of the GMAT exam. These are: Problem-
Solving and Data-Sufficiency. Problem-Solving and Data-
Sufficiency questions are intermingled throughout the section. 
Both types of questions require knowledge of: 
 Arithmetic;  
 Elementary algebra; and  
 Commonly known concepts of geometry. 
 
Problem-solving questions 
The problem-solving questions are designed to test the following: 
 Basic mathematical skills;  
 Understanding of elementary mathematical concepts; and  
 The ability to reason quantitatively and solve quantitative 
problems. 
 
Data-sufficiency questions 
Data-sufficiency questions are designed to measure the candidate’s 
ability to: 
 Analyse a quantitative problem;  
 Recognise which information is relevant; and  
 Determine at what point there is sufficient information to solve a 
problem. 
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c) Verbal assessment 
Three types of multiple-choice questions are used in the verbal 
section of the GMAT exam. These are: Reading Comprehension, 
Critical Reasoning, and Sentence Correction.  This section of the 
exam measures one’s ability to: 
 
i. Read and comprehend written material;  
ii. Reason and evaluate arguments; and  
iii. Correct written material to conform to standard written English. 
 
Reading Comprehension questions measures the candidate’s ability to 
understand, analyse, and apply information and concepts presented in 
written form.   This section evaluates the following abilities: 
 
 Understanding words and statements in reading 
passages:  Questions of this type test a candidate’s 
understanding of, and ability to, comprehend terms used in the 
passage and one’s understanding of the English language.  
 Understanding the logical relationships between significant 
points and concepts in the reading passages:  Questions of 
this type ask a candidate to determine the strong and weak 
points of an argument, or to evaluate the importance of 
arguments and ideas in a passage.  
 Drawing inferences from facts and statements in the 
reading passages:  Questions of this type ask a candidate to 
consider factual statements or information; and, on the basis of 
that information, to reach a general conclusion.  
 Understanding and following the development of 
quantitative concepts, as they are presented in verbal 
material:  Questions of this type involve the interpretation of 
numerical data, or the use of simple arithmetic, to reach 
conclusions about material in a passage.  
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2.4.2  The SHL Tests 
 
The SHL tests was developed by SHL UK and standardised to the South 
African environment. The SHL tests used by the NMMU Business School 
are from the two test batteries, namely:  
 
i. The Managerial and Graduate Item Bank. In this test battery, the 
Verbal Critical Reasoning (VMG3) and the Numerical Critical 
Reasoning (NMG3) are used. 
ii. The Critical Reasoning Test Battery. In this test battery, the 
Diagrammatic Series (DC3.1) was used. 
 
In addition to the above tests that were used, the Occupational 
Personality Questionnaire (OPQ32i) was also used.  
 
The numerical critical reasoning tests are multiple-choice type questions; 
and one selects an answer from between 4 and 6 possible solutions. All 
numerical tests require the following:  
 
 Interpretation of data from a table; 
 Interpretation of data in the form of graphs and charts; 
 Percentages; 
 Fractions; 
 Ratios; 
 Currency conversions; 
 Understanding of inflation and rebasing, 'real' prices. 
 
2.4.2.1  Verbal Critical Reasoning (VMG3) 
 
The verbal critical reasoning tests measure the evaluation of the 
comprehension of logic of various arguments (Scholtz & Du Plessis, 
2007: 580). According to SHL, the candidate has to decide whether a 
statement made in connection with given information is true or untrue, 
or whether there is insufficient information to judge (SHL, 2002):  
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True - (The statement follows logically from the information or opinions 
contained in the passage). 
False - (The statement is logically false from the information or opinions 
contained in the passage). 
Cannot Say - (Cannot determine whether the statement is true or false 
without further information). 
 
2.4.2.2 Numerical Critical Reasoning (NMG3) 
 
The NMG3 measures the ability to make correct decisions or inferences 
from the numerical data. The tasks set and the data presented are 
highly relevant to a range of management-level jobs (SHL, 2002). 
 
Candidates may use a calculator, which further increases the relevance 
of the setting, and puts the emphasis clearly on understanding and 
evaluation rather than computation (Kotze and Griessel, 2008:150). 
 
2.4.2.3 Diagrammatic Series (DC3.1) 
  
 The DC3.1 measures diagrammatic reasoning with diagrams and 
requires the recognition of logical rules governing sequences. It tests 
the candidate’s ability to draw inferences and understand the 
relationships between various concepts independent of acquired 
knowledge (www.shl.com). 
  
2.4.2.4  Occupational Personality Questionnaire (OPQ32i) 
 
The OPQ32 is a Personality Questionnaire for use in the selection and 
development of people at work. It measures 32 scales of people’s 
preferred or typical style of behaviour at work. It is particularly 
appropriate for use with professional and managerial groups, although 
the content deals with personality characteristics that are important in a 
wide variety of roles (SHL, 2002). Annexure A provides the summary of 
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what each scales is and what it means when score obtained is low or 
high. 
 
According to Taylor (2010: 4), there are two other tests that are used in 
South Africa, namely: the Ability, Processing of Information and Learning 
Potential Test (APIL B); and the National Benchmark Test (NBT).   
 
2.4.3 APIL Test 
 
The APIL test was designed to measure the cognitive learning potential 
using three different paradigms of cognition (Taylor; 2010), namely: 
 
 A test of fluid intelligence; in which conceptual reasoning and 
hypothesis generation is required to analyse shapes, in order to 
identify the odd shape out; 
 A dynamic learning potential test that looks at how efficiently new 
information is processed and learnt over a series of trials, with a 
structured opportunity provided to study the material, in order to 
become more proficient in performing the novel task: from the 
learning trials a curve of learning is determined, which reflects any 
improvement in performance over time; 
 A knowledge transfer test and a memory and understanding test of 
the novel test materials provides further measures of dynamic 
learning; 
 All these tests that include both speed and power measures of 
cognitive potential are integrated to provide a single robust overall 
score of the Learning Potential.  
 
The dimensions assessed are: 
 Conceptual Reasoning or Fluid Intelligence (test called Concept 
Formation Test or CFT)  
 Speed of processing of moderately demanding material  
 Accuracy of processing of such material  
 Flexibility in coping with several types of processing tasks  
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 Steepness of the learning curve in learning a cognitively 
challenging task (score called Curve of Learning Difference or 
COL diff.)  
 Overall work output during the learning exercise (COL tot)  
 Memory and understanding of logical relationships, which were 
presented during the learning exercise  
 Transfer of knowledge and skill from one type of application to 
related ones (test called Knowledge Transfer Test or KTT)  
 
These eight dimensions have been included because they appear to be 
crucial elements underlying the person's capacity to learn cognitively any 
challenging new skills. The APIL test is thus intended to be used as an 
assessment of learning potential, where learning potential is defined as 
the capacity to master novel challenges and benefit from conventional 
learning opportunities (as in training courses, tertiary education and 
mentoring).  
 
Taylor (2010) concludes that the MBA institutions using the APIL, 
together with verbal and numerical reasoning tests, are given a rank 
ordering of applicants based on the APIL Learning Potential test, with the 
numerical and verbal test scores being used for possible exclusion only if 
they are very weak, since these could improve with practice and high 
learning potential. 
 
Taylor (2010) argues that this test was designed to be fair to all groups, 
rather than rank-ordering applicants based on speeded tests of 
crystallized ability, which favour previously advantaged English mother-
tongue speakers, presuming that the tests are administered in English.  
 
2.4.4 National Benchmark Test 
 
The National Benchmark Tests (NBT) were commissioned by Higher 
Education South Africa (HESA), and reflect almost ten years of research 
and collaboration among leading content specialists and researchers 
from Institutions of Higher Education across South Africa. The NBT 
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Project was managed by the Alternate Admissions Research Project in 
the Centre for Higher Education Development at the University of Cape 
Town (www.nbt.ac.za). 
 
The National Benchmarking Test (NBT) aimed to help higher education 
institutions make sense of the National Senior Certificate. It was intended 
to ascertain prospective students' proficiency in language and 
mathematics, i.e. their general academic skills, such as interpreting 
tables and understanding percentages, basic proportions and trends 
(Taylor, 2010 citing Yeld, 2009). 
According to Taylor (2010), the NBT was designed to help higher 
education institutions place prospective students in programmes that 
meet their educational needs: 
  Whether this means that they go straight into a first-year 
programme or into a bridging programme;  and  
  To help institutions develop and adapt their curricula. 
 
The NBT assesses a writer’s proficiency levels in three content areas, 
focusing on the following: 
1. The Academic Literacy test (one of two components of the Academic 
and Quantitative Literacy test) assesses the capacity to engage 
successfully with the demands of academic study in the language of 
instruction. 
2. The Quantitative Literacy test (one of two components of the 
Academic and Quantitative Literacy test) assesses one’s ability to 
manage situations or solve problems of a quantitative nature in real 
contexts relevant to higher education. 
3. The Mathematics test assesses proficiency levels in the skills listed 
below, as they relate to the study of mathematics at the tertiary level. 
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TABLE 2.3 NBT CONTENT AREAS 
ACADEMIC LITERACY QUANTITATIVE LITERACY 
 Make meaning from text, typical to that 
encountered in tertiary studies; 
 Understand vocabulary related to 
academic study, in context; 
 Identify and track points and claims 
made in texts; 
 Evaluate evidence used to support 
claims made by writers;  
 Extrapolate and draw inferences and 
conclusions from text; 
 Differentiate main from supporting 
ideas in the overall and specific 
organisation of a passage; 
 Identify text differences that relate to 
writers’ different purposes, audiences, 
and kinds of communication; 
 Understand and interpret information 
that is presented visually (e.g. in tables 
and flow-charts); and  
 Understand basic numerical concepts 
and information used in text. 
 Select and use a range of 
quantitative terms and phrases;  
 Apply quantitative procedures 
in various situations;  
 Formulate and apply formulae;  
 
 Read and interpret tables, 
graphs, charts and text and 
integrate information from 
different sources;  
 Do calculations involving 
multiple steps accurately;  
 Identify trends and patterns in 
various situations;  
 Apply properties of simple 
geometric shapes to determine 
measurements; 
 Reason logically; and  
 Interpret quantitative 
information presented verbally, 
symbolically, and graphically. 
MATHEMATICS 
 Understand and apply properties of the real number system; 
 Recognise and use patterns, including sequences and series; 
 Apply relationships, such as ratios and percentages in a variety of 
contexts;  
 Use surds, logarithms and exponents in a variety of algebraic and 
numerical contexts, including solution of exponential equations and 
financial calculations;  
 Carry out algebraic manipulations, applying these in the solution of 
equations and inequalities; 
 Solve problems using mathematical processing skills; 
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 Understand the function concept and identify properties of functions, 
such as domain and range, in the context of straight lines, parabolas, 
hyperbolas, exponential and logarithmic graphs, and trigonometric 
graphs (sine, cosine, tangent);  
 Identify relationships between graphs and their equations, or 
inequalities and the regions they describe; 
 Interpret transformations of functions represented algebraically or 
graphically; 
 Apply trigonometric concepts in solving problems; 
 Understand and use trigonometric identities in solving equations;  
 Understand properties and interpret representations of two-dimensional 
and three-dimensional shapes; 
 Solve problems relating to perimeter, area, volume;  
 Apply principles of analytic geometry;  
 Apply principles of differential calculus; 
 Interpret various representations and measures of data; and 
 Use logical skills in making deductions and determining the validity of 
given assertions. 
 
 
2.5  PREDICTING ACADEMIC PERFORMANCE IN MBA 
 
Yang and Lu (2001: 15), while examining the prediction of academic 
performance in management education, questioned whether the criteria 
commonly used in the admission decisions could be used to predict the 
applicant’s success in graduate management education. They concluded 
that management educators and administrators may want to understand 
the factors that determine MBA students’ academic performance. 
 
Research shows that there are certain variables that do predict academic 
performance in MBA; and that there were those that did not predict such.  
Stacey and Whittaker (2005: 270), in predicting the eventual academic 
performance and clinical competency of dental students from admission 
measures, argue that the effectiveness of several selection measures for 
graduate school applicants had been previously evaluated including 
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undergraduate and other pre-dental school training, standardised tests, 
including the Dental Admission Test, and admission interviews.  
 
They came to the conclusion that the data confirmed that no single 
measure by itself can be a reliable predictor of academic performance 
(and clinical competency).   
 
2.5.1  Age as a predictor of performance 
 
Truitt (2002: 4) makes an example of several studies, and suggests that 
these have indicated that GMAT scores decline with a person’s age, and 
the time since a person’s last academic degree. He states that the fall-off 
in these scores was found to be greatest for people 34 years and older; 
just at the age where many business executives were beginning to enter 
the most successful and productive portion of their careers. 
 
Truitt (2002: 9) found that the regression analysis done on three age 
subgroups (under 30, between 30 and 40, and over 40) showed that the 
GMAT scores have a positive and statistically significant impact on 
graduate performance. He further found that the younger age group was 
the only subgroup analysis in which age variable showed a positive and 
statistically significant impact on graduate performance. The results 
suggest that for students between the ages of 30 and 40, having a 
quantitative undergraduate major enhanced graduate academic 
performance. The same was found for the older group; the GMAT score 
and a quantitative major had a positive impact on graduate academic 
performance. 
 
Zeidner (1987: cited in Cronje 2009: 104) states that Israeli students had 
a tendency to enter higher education after years of military service, 
resulting in students from a variety of age brackets. A study in such 
variety of age brackets found that in comparing 795 students by age 
group, the predictive validity of the psychometric entrance testing (PET) 
total score was found to be the lowest for applicants aged 30 and above. 
This concurs with Truitt’s finding.  
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2.5.2  Work experience as a predictor of performance 
 
Adams and Hancock (2002: 212) observed a trend of students beginning 
the MBA programme which had the same profile: male, undergraduate 
degree in business, a product of their own bachelor’s degree 
programme, and no work experience. This profile changed over time; the 
proportion of MBA students with meaningful work experience had risen. 
 
As professors, Adams and Hancock, had often had occasion to 
appreciate having MBA students in class with work experience, who 
could relate to concepts and situations discussed in class to their 
experiences at places of employment. This led to their study to view work 
experience as a possible predictor of success in the MBA programme, 
not unlike the undergraduate grade point average (UGPA) or score 
obtained on the GMAT exam. 
 
As much as they felt some researchers have downplayed the merits of 
work experience between the bachelor’s degree and the MBA as 
admission criteria, their study identified years of work experience 
between the bachelor’s degree and MBA as a potential predictor of 
success in an MBA programme. 
 
Rinehart (2007: 17) found that of the 30 Canadian MBA programmes 
surveyed, in addition to the other admission requirements, 23 schools 
required at least two years of work experience.  Braunstein (2002) 
concluded that there is a very strong positive relationship between years 
of work experience and academic achievement in the MBA programme. 
 
Carver and King (1994) found the best model to predict MBA success did 
include work experience as a variable, although work alone was not 
found to be a good predictor. Braunstein (2002) found work experience 
to be a significant predictor of success, but only if the candidate reported 
more than five years of continuous employment. 
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2.5.3  Cultural background as a predictor of performance 
 
The literature is not conclusive with regard to cultural background as a 
predictor of performance, but the inference can be made to aspects that 
are linked to cultural diversity.  In addressing the challenge of human 
rights and cultural diversity, Ayton-Shenker (1995) referred to cultural 
background as one of the primary sources of identity. She stated that it is 
the source for a great deal of self-definition, expression, and sense of 
group-belonging. As cultures interact and intermix, cultural identities 
change. This process could be enriching, but disorienting. The current 
insecurity of cultural identity reflects fundamental changes in how we 
define and express who we are today. 
 
Thomas (2003: 42) contextualises the role of culture in education. He 
states that business schools worldwide are beginning to realize that 
educational models are no longer static, isolated structures. He sees 
them as interacting at an accelerated level; and it would be more 
important, if not crucial, that these models be reconciled, so that students 
could more easily cross borders to study and work. To do this, he 
contends, it must be recognized that these differences are not as much 
ideological, as they are cultural. 
  
Having compared the evolution and development of business and 
educational institutions in the United States and Europe, Thomas (2003) 
comes to a view that expanded cultural understanding and recognition of 
the merits of such educational differences could be a way of reconciling 
education systems in Europe and United States, and for that matter, 
among countries of the world. 
  
2.5.4  Educational background as a predictor of performance 
 
Truitt (2002), at a private mid-western university, found that students with 
undergraduate business degrees performed no better than those without 
business degrees in an MBA programme. He, however, found that for 
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certain age groups, having a quantitative undergraduate major had a 
positive impact on MBA academic performance. 
 
Gump (2003) examined the performance of MBA students in a school in 
the United Kingdom, and found that those with undergraduate 
backgrounds in areas other than business were more likely to be the 
highest academic performers in the graduate programme. 
 
Braunstein (2002) found similar results as those of Adam and Hancock 
(2000), who found negative correlation between graduate grade point 
average and the holding of an undergraduate business degree. 
 
Braunstein (2002) comes to the conclusion that for both subsets, that is, 
those with and without BBA, regression the results showed that graduate 
grade point average is related to the two factors most often relied upon in 
MBA admissions decisions – undergraduate grade point average and 
GMAT score. 
 
2.6  CONCEPTUAL FRAMEWORK 
 
 The literature review in the above sections shows that there are variables 
that contribute to successful performance in the MBA programme. 
Although some have more influence than others, the importance of all 
cannot be ignored in the analysis of factors that contribute to a 
successful MBA candidate, thus mapping a profile of a successful 
candidate. These variables can be summarised to be psychometric test 
results, the candidate’s age, work experience, culture (this can be an 
influence of language used as medium of instruction), educational 
background and the candidate’s gender. 
 
 The age as a requirement for admission has an impact of showing 
maturity and thus the candidate’s readiness to finish the programme in 
the stipulated time. In the context of the NMMU Business School the SHL 
test battery discussed above should give an indication of the candidate 
level of reasoning. The work experience of candidates provides insights 
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to some concepts that are discussed in the programme and the 
conclusion by Braunstein (2002) above indicates that this is contributing 
positively on the success of an MBA candidate. Similarly, the educational 
background would enable a candidate to comprehend with ease in 
certain subject offerings. The following conceptual model, which seeks to 
summarise the lessons learnt and the influence these factors may have 
on the profile of a successful MBA candidate, can thus be derived: 
 
Figure 2.1 
Proposed conceptual model 
 
 
 
 
 
 
 
 
 
 
   
 
 
 
 
 
 
 
 
 
 
 
 
  
 
Education 
- Matric 
- Degree 
- Postgraduate 
degree 
Age 
- 24 -29 
- 30 – 39 
- 40 – 49 
- 50 -59 
 
Culture 
- Ethnicity 
- Language 
 
Work experience 
- Industry sector 
- Job 
classification/level 
SHL results 
- Verbal Reasoning 
- Numerical Reasoning 
- Diagrammatic 
Reasoning 
Gender 
- Male 
- female 
Suitable profile of a 
successful MBA 
candidate 
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The model shows that the profile of a successful MBA candidate should 
be influence by the candidate’s age, educational background, cultural 
background, work experience, gender and the results obtained in the 
SHL tests. For the purposes of this study, cultural background will be 
limited to whether the candidate is English or Non-English as language 
influences the issues of ethnicity and thus culture. Work experience is the 
number of years worked after obtaining a qualification and the years of 
experience are assumed to influence being employed in higher levels of 
employment. 
 
2.7  CONCLUSION 
 
 In conclusion, this chapter was based on the literature, which surveyed 
and investigated the components of the hypotheses outlined in the 
previous chapter of this study.  Similar work, typical to the current study, 
has been conducted by many researchers – both internationally and in 
South Africa. 
 
It is a generic requirement, in the Business Schools in South Africa, that 
candidates for an MBA programme must all be subjected to similar 
admission requirements. These requirements differ from one institution of 
higher learning to the other, but mainly consist of academic qualification, 
minimum work experience and minimum age requirement.  
 
Different admission tests were conducted in some institutions, while 
others did not have them as a requirement. GMAT and SHL tests were 
used, as well as other approved means of testing. The intention was to 
measure the candidate’s ability to comprehend with analytical, 
quantitative and verbal reasoning. 
 
It was the conclusion of many researchers that certain variables were 
reliable predictors of performance in the MBA programme; and admission 
requirements should, therefore, allow for the evaluation of the candidate, 
in order to ascertain the student’s capability to perform satisfactorily in 
the programme. The conceptual model was derived above to link these 
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variables to a suitable profile of a successful MBA candidate. This is 
described extensively in the next chapter. 
 
The following chapter deals with the research methodology, and 
discusses the actions taken to conduct such a study. 
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CHAPTER THREE 
RESEARCH METHODOLOGY AND DESIGN 
 
 
3.1  INTRODUCTION 
 
In the previous chapter, the nature of the South African Business 
Schools and the association of accredited (to offer the MBA programme) 
institutions were discussed. The nature of the admission process, the 
admission requirements for other MBA offering institutions, and the 
specifics relating to NMMU were also discussed. In dealing with the 
admission requirements, the different entrance tests were analysed. 
 
The literature on predicting academic performance in the MBA 
programme was considered – in an attempt to investigate the factors that 
influence success in the MBA programme. The factors that were 
identified in the literature include: age, work experience, cultural 
background, educational background and the entrance test results, such 
as the SHL and GMAT tests. 
 
In this chapter, the process of research and the proposed method of 
conducting the research for this study will be discussed. The discussion 
starts with explaining what research methodology is; this is followed by 
different approaches to research, the various sources of data used in 
research, and the data collection and analytical tools used. 
 
Under each sub-heading the approach followed by the researcher is 
summarized. 
 
3.2   THE RESEARCH PARADIGM 
 
Leedy and Ormrod (2005:2) define research as a systematic process of 
collecting, analysing, and interpreting information (data), in order to 
increase our understanding of the phenomenon in which we are 
interested, or about which we are concerned.  According to Collis and 
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Hussey (2003:55), research methodology is, therefore, concerned with 
the following issues: 
 
 Why is certain data collected? 
 What data is collected? 
 From where is the data collected? 
 How is the data collected? 
 How is the data analysed? 
 
The issues discussed under research methodology offer an explanation 
and the logic behind the selection of research methods and techniques 
used in this study. The following are the different types of research 
design and methods that could be used to undertake such research: 
 
3.2.1 Positivistic and Qualitative paradigms 
 
There are two main paradigms or philosophies to research, the 
positivistic paradigm and the qualitative paradigm. A qualitative study is 
undertaken when little information exists on a topic, when the variables 
are unknown, or when a relevant theory base is inadequate or missing.   
This therefore, means that the qualitative approach is subjective in 
nature and involves examining and reflecting on perceptions, in order to 
gain an understanding of the subject being researched.    
 
The positivistic approach is objective in nature, and concentrates on 
measuring the phenomena. It does not involve changing or modifying the 
situation under investigation; nor is it intended to determine cause-and-
effect relationships (Leedy et al, 2005: 134 & 179; Collis et al, 2003: 13).   
 
In this study the positivistic approach was adopted; knowledge from the 
literature study was tested through the use of statistical tests – to 
ascertain whether it was in agreement with reality. 
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3.2.2 Inductive and deductive research 
 
The inductive and deductive research methods are the two main ways of 
approaching theory and empirical observation.  Inductive research is a 
study in which a theory is developed from observation of the empirical 
reality; therefore, the study is conducted without having any theoretical 
knowledge on the subject. Deductive research is a study in which a 
conceptual and theoretical structure is developed and then tested by 
empirical observation; therefore, the theoretical study is conducted, and 
then tested by empirical observation (Collis et al, 2003:15).   
 
The approach adopted in this study was deductive.  The theory 
pertaining to the research problem was suggested, and deductions were 
drawn from studying the database of candidates that had applied for the 
2010 intake of the MBA programme and completed the SHL test. The 
facts from the database were then compared with the theory. 
  
3.2.3 Explanatory, exploratory and descriptive research 
 
Exploratory research is conducted when not much is known about the 
situation at hand, or when no information is available on how similar 
problems or research issues have been solved in the past. These studies 
are undertaken, in order to better comprehend the nature of the problem, 
since very few studies might have been conducted in that area, and the 
data might reveal some pattern of the phenomena of interest, develop 
theories and formulate hypotheses for subsequent testing (Sekaran, 
2000: 123-4; Collis et al., 2003:10). 
   
Explanatory Research is an approach to research used to 
describe the characteristics, to analyse and explain why or how a 
particular problem is happening; on the other hand, the aim of a 
descriptive study is to identify and obtain information on the 
characteristics of a particular problem or issue (Collis et al, 2003: 
10). In this study a descriptive study was used, in order to obtain 
information on the characteristics of the problem. 
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3.3   ACTIONS TAKEN TO ADDRESS THE SUB-PROBLEMS 
 
The following sub-problems were developed from the main problem: 
 
a) What does literature infer to as both MBA and postgraduate success 
indicators?  This sub-problem was addressed in the theoretical study. 
 
b) What are the entrance requirements for the NMMU Business School 
MBA; and how do these differ from other accredited institutions in 
South Africa? This sub-problem was addressed in the theoretical 
study. 
 
c) What are the available psychometric tests; and how do they compare; 
and what information does the test use at the NMMU Business 
School when a candidate is subjected to such test?  This sub-
problem was addressed by comparing the test requirements of 
various institutions and the investigation of the SHL test components.  
 
d) What are the indicators, elements and/or variables that could make 
up an MBA student profile? This sub-problem was discussed in the 
theoretical study.  
 
e) How do the student profiles for the 2010 first-year intake look like? 
This will be dealt with by collating all the historical data, from the 
NMMU Business School database, relating to the 2010 first-year 
intake. 
 
f) What does the student’s module success rate, up to June 2012, for 
the 2010 intake, look like? The module pass marks will be statistically 
analysed. 
 
g) How do the profiles of the successful group compare with the profiles 
of the unsuccessful group? The pass marks will be compared with the 
failure rate of the sample. 
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h) What can be deduced from the results above; and what model could 
be constructed, given such profiles? The results will be discussed in 
Chapters Four and Five. 
 
The data refers to known facts or things used as a basis for inference or 
reckoning.  By organising the data in some fashion, analysing them, and 
making sense of the results, we find useful information where answers to 
the research problem can be derived.  In both positivistic and 
phenomenological research, the researcher’s interest is in collecting data 
about the variables under study (Collis et al, 2003:160; Sekaran, 2000: 
395). 
 
a) Primary and secondary data 
  
The sources used in the research process are divided into primary and 
secondary data.  The primary data are collected from uncontrolled 
situations, such as interviews, field work and unpublished documents, or 
from controlled situations, such as making observations and experimental 
data. The primary data adds richness and credibility to a qualitative 
research paper, as they are unique to the particular research study.  The 
secondary data comprise any data that have been gathered from previously 
published books or statistics, newspaper articles and journal articles and 
the internet (Myers, 2009: 122; Collis et al, 2003:160 - 161).   
 
The secondary data, as well as the internet, was used to gather information 
relating to the research problem, in order to expand other knowledge on the 
area of study.   
 
To broaden the knowledge in the area of study, the researcher used 
secondary data through the use of journal articles, the internet, and the 
demographic information from the 2010 MBA intake.    
b) Qualitative and quantitative data 
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The qualitative data are concerned with the qualities and non-numerical 
characteristics; surveys are often done through observations and 
interviews.  The quantitative data consist of the all data that are collected in 
numerical form; this takes the form of numerical values, which represent the 
total number of observations or frequencies for the variables under study; 
and questionnaires are often used for such surveys (Collis et al., 2003:161).   
 
In this study, a quantitative approach was adopted, by using the historical 
data from the NMMU Business School to obtain information on the 2010 
MBA intake.  The advantage of this method is that it is possible to analyse 
data with statistical methods.  The researcher assumed that the method 
would give more objective results than a qualitative method, which tends to 
be subjective.   
 
For gathering information for the study, the researcher used the primary 
sources – by obtaining the database of the 2010 MBA intake as a survey, 
since it covered the information that the researcher could have found 
through sending out a survey.  A survey involves acquiring information 
about one or more groups of people’s opinions and attitudes; tabulating 
their responses, and summarising the responses with percentages and 
more sophisticated statistical indices (Leedy and Ormrod, 2010: 187).   
 
According to Kumar (2005: 118), the data can be gathered first-hand by 
collecting them through observations, interviews or questionnaires. The 
researcher found the information from SHL, as they kept a database of all 
those candidates who had undertaken their admission test. This data is kept 
by SHL as the information is confidential and that the nature of the 
assessment data would require certain training qualifications from users.  
 
3.4   THE EMPIRICAL STUDY 
 
In order to gather information on the specific target group, the researcher 
did a descriptive survey. A descriptive survey is a technique used for 
gathering statistical information on the attributes, attitudes or actions of a 
population by administering standardised questions to some or all of the 
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members. Different methods are used, such as interviews, questionnaires 
and observations, to collect the empirical material (Collis et al, 2003:66; 
Preece, 1994:96).   
 
3.4.1 Population 
 
Ensuring the availability of respondents is an integral part of the research 
process, as they are a source of information required to answer a research 
problem or question.  The population is defined as the larger group of all 
events of interest (people, laboratory animals, and so on) from which a 
sample is selected for research purposes.  The ultimate purpose of the 
research is to be able to gather data from every element within a population 
(Graziano and Raulin, 2004:202; Collis et al., 2003:155).   
 
The exception is conducting in-depth research into very small, defined, and 
accessible populations. This is because a population can be too large or 
have elements that cannot be simply identified or accessed, in order to 
reach the population in its entirety (O’Leary, 2010:161).  
 
The population for this study comprised the students admitted for the MBA 
programme in 2010 at the Nelson Mandela Metropolitan University 
Business School.   
 
3.4.2 Sampling 
 
A sample is a selected and chosen group on which the research is carried 
out; and it is only a small part that represents the population.  Sampling is, 
therefore, a process of selecting the elements of a population for inclusion 
in a research study (Wisker, 2001: 139; O’Leary, 2010: 162).  The goals are 
to select a sample that is: 
 Broad enough to allow the researcher to speak about a population; 
 Large enough to allow the researcher to conduct the desired analysis; 
and 
 Small enough to be manageable (O’Leary, 2010: 162). 
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Leedy et al, (2005:198) state that when the population is large, a sample of 
the population can be studied; and the results obtained could be used to 
make generalisations about the entire population; but this could only work, if 
the sample is truly representative of the population.  A sample should 
contain all the characteristics of the entire population.  According to Collis et 
al. (2003: 156), a good sample must be: 
 Chosen at random (every member of the population must have an 
equal chance of being chosen); 
 Large enough to satisfy the needs of the investigation being 
undertaken; 
 Unbiased. 
 
There are two approaches to drawing any sample. These are the non-
probability and the probability sampling methods (Wegner, 2000:111; 
Welman & Kruger, 2001:46). 
 
Non-probability sampling methods – are used when a criterion other than 
random selection is used to choose the sampling units from the target 
population.  The non-probability sampling methods are: 
 
 Convenience Sampling – the sampling units are selected to suit the 
convenience of the researcher; that is to say, respondents are included 
in the sample if they happen to be in the right place at the right time.  
Convenience sampling is the least expensive and least time-consuming 
of the sampling techniques.  However, it is not generally representative 
of the target population; and therefore, the findings cannot be 
authentically generalised to the broader target population. 
 
 Judgement – the best sampling units or respondents to be included in 
the sample are selected by the researcher. 
 
 Quota sampling – the target population is divided into segments, and a 
quota of sampling units is selected from each segment.  The cost for 
quota sampling is lower; but its main drawback is that the data are 
unsuitable for inferential analysis. 
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 Snowball sampling – the sampling method is used to reach small target 
populations, where the sampling units are difficult to identify. Each 
respondent interviewed is asked to identify other sampling units that 
belong to the same target population.  The issues under investigation are 
usually confidential or sensitive in nature. 
 
Probability sampling methods – sampling units are selected from the 
target population on a random basis.  Probability sampling methods ensure 
that every member of the target population has an equal chance of being 
included in the sample.  Probability sampling reduces the likelihood of 
selection bias into the study’s finding, and it makes the measurement of 
sampling error possible, which allows for inferential statistical methods to be 
validly applied to the sample data (Wegner, 2000: 113; Hesse-Biber, 
2010:50).   
 
The probability sampling methods are: 
 
 Simple random sampling – this method is used when it is assumed that 
the target population is relatively homogenous with respect to the 
response profile on the random variables under study.  Each member of 
the target population has an equal chance of being selected for the 
sample. 
 
 Systematic random sampling – the sampling method uses a sampling 
frame to select the respondents randomly.  The selection process starts 
by randomly selecting the first unit from the sample frame. Thereafter, 
subsequent sampling units are selected at a uniform interval relative to 
the first sampling unit.  
 
 Stratified random sampling – this method is used when the target 
population is assumed to be heterogeneous with respect to the random 
variable(s) under study. The population is divided into segments, so that 
the sampling units within each segment are relatively homogeneous.  
Thereafter, simple random samples can be drawn from each stratum. 
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 Cluster random sampling – this method is used when the target 
population is large and geographically disperse; for example census 
tracts, regions of a country, or neighbourhoods.  Clusters are groupings 
of sampling units, where each cluster is similar in profile to every other 
cluster.  Cluster sampling starts by identifying all the clusters, and then 
randomly selecting a subset of the clusters. 
 
For the purposes of this study stratified random sampling was used for the 
Nelson Mandela Metropolitan University 2010 MBA intake which was made 
up of 79 candidates. 
 
3.4.3 Questionnaire development and design 
 
A questionnaire is a series of questions designed to provide accurate 
information from every member of the sample. Questionnaires are flexible, 
in that they can be used to collect a wide range of data in a variety of 
different circumstances.   Therefore, a questionnaire should be clear and 
unbiased, easy to understand, and should retain the respondent’s interest 
and motivation (Moore, 2006: 120; Charlesworth and Morley, in Lancaster, 
2005:139).   
 
According to Collis et al. (2003:177), when researchers are conducting a 
positivistic study, they must have substantial knowledge on their subject 
before they can start designing the questions. Lancaster (2005:138) states 
that the researcher must consider the following aspects of questionnaire 
design and implementation: 
 The range and scope of the questions to be included, 
 Question types, for example open-ended, or closed questions, 
 Question structure, 
 Question wording, 
 Question order. 
 
Charlesworth and Morley (in Lancaster, 2005:139) and Collis et al. 
(2003:177) advise that the questionnaire should: 
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 Be as short as possible; 
 Have a logical structure; 
 Have questions, which are simple wherever possible (e.g. avoid 
jargon, over-complex language or  complicated question structure); 
 Avoid ambiguous questions (e.g. linked questions in the same 
statement); 
 Avoid leading questions (questions, which anticipate a particular 
response); 
 Use a specific choice of answers, where possible. 
 
For the purpose of this study, the questionnaire was designed to obtain 
further information about the candidates. This was information that the 
university’s database did not have. Due to a poor response rate, the 
researcher has ignored this data. 
 
3.4.4 Administering of the questionnaire 
 
According to Lancaster (2005:138), a researcher has to consider the 
following with regard to the implementation and administration of the 
questionnaire: 
 Method of administering the questionnaire: for example, face-to-face 
versus non-personal; 
 Method of distributing/returning questionnaires, for example telephone, 
mail or computer-based; 
 Methods of recording the responses. 
 
For this study, the questionnaire was not used due to a poor response rate. 
 
 
3.4.5 The response rate 
 
The link to the questionnaire was distributed to all the students who were 
first registered for the MBA programme in 2010 at the Nelson Mandela 
Metropolitan University to participate in the study.  After 17 days, eleven 
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(11) responses were received.  Due to the low response rate, the results 
could not be used to form any analysis in this study; but the historical 
data, from the Business School and SHL’s database, were utilised.  
 
 
3.5   METHODOLOGY FOR THE CURRENT STUDY 
 
The database of 2010 MBA intake, kept by the NMMU Business School 
was reconfigured to identify the ages of the candidates in 2010. This was 
made possible by the availability of the Identity Document numbers that 
contain dates of birth. 
 
The module results were incorporated into the database, for all modules 
that the candidate did. This was intended to match the candidates pass 
rates for the fourteen modules that must be done, over a period of two 
and half years, through the MBA programme. 
 
An application was made to access other details of the students and SHL 
South Africa was approached to provide and compare the details of the 
compiled database and what was provided prior to the entrance test 
being administered. 
 
SHL South Africa entered into a collaboration agreement with the 
researcher and SHL South Africa performed the statistical analysis which 
was then used in this study. The tests results could not be obtained by 
the researcher as the information is regarded as confidential given that 
the nature of the assessment data requires certain training qualifications 
from users. The researcher then described the results and interpreted the 
correlations that were provided by SHL South Africa. 
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3.6 CONCLUSION 
 
In conclusion, this chapter is based on the analysis of the research 
paradigms. The different paradigms were compared; and the best 
appropriate paradigm was used. The different types of research 
approaches were analysed, leading to the actions taken to address the 
research sub-problems. 
 
The data, both primary and secondary, were considered – with particular 
emphasis on the use of secondary data, as these were coupled with the 
knowledge obtained from the previous research.  The population and the 
subsequent stratified sample used for this study comprised the 
candidates who were admitted for the 2010 MBA intake of the Nelson 
Mandela Metropolitan University’s Business School. 
 
The responses from the designed questionnaire, which were used to 
gather additional information on the candidates, could not yield 
conclusive results due to the low response rate; and they were discarded 
from the study in relation to the analysis of the data. The historical data 
were the only form of data used for the analysis. 
 
The following chapter will deal with the analysis of the data collected, and 
will discuss the statistical results obtained.  
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CHAPTER FOUR 
 
EMPIRICAL FINDINGS 
 
 
4.1  INTRODUCTION 
 
In Chapter Three, an outline of the research design and methodology, 
the research paradigm and the nature of the research were provided. 
The actions taken to address the sub-problem stated in Chapter One 
were revisited and briefly stated. The approach to the empirical study, 
including the study population, the sampling procedure, the questionnaire 
development and its administration, and the data analysis were 
described.  
 
In this chapter, the sample used in the study is described. The empirical 
findings, mainly the statistical results, will be discussed. The discussion 
will start with an interpretation of the descriptive statistics of the sample, 
followed by the discussion and analysis of the inferential statistics and 
any correlation that was found. The statistical results were obtained from 
SHL, after which the database of the candidates, together with the 
examination scores, was submitted.  
 
The results are presented here, starting with the correlation analysis of 
the modules, which was done through the NMMU MBA programme and 
the SHL test battery, namely: the Managerial and Graduate Item Bank (in 
this battery the Verbal Critical Reasoning (VMG3) and Numerical Critical 
Reasoning (NMG3) tests were used) and the Critical Reasoning Test 
Battery (in this battery the Diagrammatic Series (DC3.1) test was used). 
The Occupational Personality Questionnaire (OPQ32i) scores were also 
analysed. This will be followed by the analysis of the different modules 
and how these correlate with each other. 
 
The intention of analysing this data is to compare and describe the 
correlations obtained from the statistical analysis with the success 
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indicators, which influence the profile of the successful MBA candidate 
as highlighted in the conceptual framework derived in Chapter 2, namely 
age, educational background, cultural background, work experience, 
gender and SHL tests.   
 
4.2  THE SAMPLE DESCRIPTION 
 
The sample was made up of the 2010 NMMU MBA programme 
candidates who had been accepted for the first year of registration and 
had completed the electronic SHL tests.  The SHL tests are used by the 
NMMU Business School as an entrance test to its MBA programme. Only 
seventy-nine candidates were tested for the 2010 intake, and 
subsequently considered for this study. 
 
Table 4.1 below contains the descriptive statistics of the demographic 
information for the sample that was considered in this study. 
 
Table 4.1 – Demographic information adopted from SHL 
 Frequency 
(N) 
Percentage 
(%) 
Gender   
Male 53 67.1 
Female 26 32.9 
Total 79 100 
   
Age   
24 – 29 16 20.3 
30 – 39 43 54.4 
40 – 49 18 22.8 
50 – 59 2 2.5 
Total 79 100 
   
Nationality   
South African 78 98.7 
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Non-South African 1 1.3 
Total 79 100 
   
Ethnicity   
African 44 55.7 
White 23 29 
Coloured 10 12.7 
Indian 1 1.3 
Other 1 1.3 
Total 79 100 
   
Level of study   
Degree or 3 year Diploma 53 67.1 
Post Graduate 23 29.1 
Grade 12 or Standard 10 3 3.8 
Total 79 100 
   
Home language   
Xhosa 31 39.2 
English 22 27.8 
Afrikaans 13 16.5 
Zulu 5 6.3 
Tswana 2 2.5 
Venda 2 2.5 
Other  2 2.5 
North Sotho 1 1.3 
South Sotho 1 1.3 
Total 79 100 
   
English language   
1st Language 23 29.1 
2nd Language 54 68.4 
3rd Language 2 2.5 
Total 79 100 
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Job category   
Manager 28 35.4 
Professional – Other 18 22.8 
Director/Senior Manager 10 12.7 
Not Provided 7 8.9 
Supervisor / Team Leader 6 7.6 
Professional – IT 3 3.8 
Skilled - technical, trade, 
craft 
3 3.8 
Sales Person 2 2.5 
Clerical, admin, secretarial 1 1.3 
Professional – Sales 1 1.3 
Total 79 100 
   
Job level   
Middle managers 19 24.1 
Senior manager 18 22.8 
Junior Managers 14 17.7 
Supervisors 8 10.1 
Professional/technical 7 8.9 
Not Provided 6 7.6 
Directors 5 6.3 
Clerical, admin & 
secretarial 
1 1.3 
Skilled – technical, trade, 
craft 
1 1.3 
Total 79 100 
   
Industry sector   
Manufacturing, 
construction, mining 
23 29.1 
Not Provided 16 20.3 
Government and Public 12 15.2 
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Service 
Finance, Banking and 
Insurance 
8 10.1 
Health care 6 7.6 
IT and Telecommunications 6 7.6 
Hospitality and Service 4 5.1 
Energy and Utilities 2 2.5 
Retail 2 2.5 
Total 79 100 
   
Table 4.1 summarizes the descriptive statistics of the sample used for 
the study. The number of students who were considered for the study 
amounted to 79, where 67.1% were males and 32.1% were females.  
The minimum age of the sampled students was 24, and the maximum 
age was 56, with the largest category being the 30-39 years bracket with 
54.4%, followed by the 40 – 49 years at 22.8%, and the 24 - 29 year-age 
bracket at 20.3% of the sample. The sample was made up of 55.7% 
Africans, 29% Whites, 12.7% Coloureds, 1.3% Indians and 1.3% were 
non-South Africans. 
 
The sample consisted of 98.7% South Africans and 1.3% non-South 
Africans; and the majority was made up of 39.2% Xhosa-speaking, 
27.8% English-speaking and 16.5% Afrikaans-speaking students. The 
remainder of the 16.5% students reflects that those whose native 
languages were predominantly those of the area in which the NMMU is 
situated. 
 
Only 3.8% of the sample were students who did not have a tertiary 
qualification, whereas 67.1% were in possession of a three-year diploma 
or a degree, and 29.1% had some postgraduate qualification. The 
sample consisted of 29% of the candidates who had matriculated with 
English as the first language, 68.4% with English as second language, 
and only 2.5% had English as their third language. 
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The job levels of the candidates varied, with 53.2% being in middle 
management, senior management and/or directors. Supervisors and 
junior managers formed 27.8%, professionals were 8.9%. Those in 
skilled and clerical occupations were each 1.3%. The industry sector 
where the candidates were employed varied, with 29.1% being in 
manufacturing, construction and mining. The lowest percentage, only 
5%, were in retail, or the energy and utilities sector. To address the 
research questions the details in the above table will assist in 
determining how the profile of the NMMU MBA candidates looks like and 
how it should look. To build the profile, in line with the conceptual 
framework derived in Chapter Two, the age, gender, cultural background 
and work experience can now be described.  
 
From the demographic information above, it may be surmised that the 
candidates for the MBA programme at the NMMU Business School were 
evenly spread as regards age, ethnicity, level of study, language level, as 
well as job category and level of seniority in their job situation. 
 
The demographic description shows that the students in the programme 
are consistent – with about twice the number of males than females, 
about twice the number of Africans than whites; and most fall into the 30 
– 39 year-age group. The majority of the candidates had matriculated, 
with English as second language; and two thirds were in possession of 
an undergraduate degree. About half the candidates were employed in 
junior to senior management positions. This reflects that the age, 
language and work experience are characteristics of the NMMU MBA 
profile.  
 
4.3 THE EMPIRICAL FINDINGS 
  
A database of the 2010 MBA intake was compiled, as historical data was 
required for this study. Due to the NMMU Business School not being 
allowed by SHL to keep candidate’s SHL Tests scores (as the 
information is regarded as confidential given that the nature of the 
assessment data requires certain training qualifications from users), SHL 
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agreed to undertake the analysis and interpretation of the candidates’ 
data that was available to them using its statistical software package.  
 
4.3.1  Descriptive Statistics 
 
Table 4.2 below summarizes the minimum and maximum scores 
obtained by the candidates who wrote the SHL ability tests, for each of 
the ability tests. In the total sample of seventy-nine candidates, the 
minimum score obtained for the VMG3 was 14, and the maximum 38. 
The minimum score that can be obtained is 0, and the maximum is 48. In 
the NMG3, the minimum score obtained was 5, and the maximum was 
31. In this category, the minimum score that can be obtained is 0, and 
the maximum is 35.  
 
Similarly, the minimum score obtained in the DC3.1 is 4, and the 
maximum is 32, of which the obtainable scores range from 0 to 40.  
 
 
Table 4.2 – SHL Entrance tests scores 
  
` 
Sample 
(N) Minimum Maximum Mean 
Standard 
Deviation 
VMG3 79 14 38 27.00 4.909 
NMG3 79 5 31 15.01 6.503 
DC3.1 79 4 32 17.46 6.361 
  
 
Table 4.3 below summarizes the minimum and maximum sten scores 
obtained by the candidates who completed the SHL ability tests as 
compared to an MBA norm group. In the total sample of seventy-nine 
candidates, the minimum score obtained for the VMG3, converted to the 
sten scores from Table 4.2, was 2 and the maximum 9. In the NMG3, the 
minimum score obtained was 2, and the maximum 10. Similarly, the 
minimum score obtained in the DC3.1 was 2, and the maximum was 10. 
The minimum score that can be obtained is 0, and the maximum is 10, 
with an average of 5.50. 
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Table 4.3 –SHL Entrance test sten scores 
  
Sample 
(N) Minimum Maximum Mean 
Standard 
Deviation 
VMG3 79 2 9 5.71 1.495 
NMG3 79 2 10 5.32 1.932 
DC3.1 79 2 10 5.82 1.973 
  
Table 4.3 shows that the profile of the considered sample obtained a 
mean score between 5.32 and 5.82, which is in the region of the average 
sten scale score when compared to the norm group of MBA students. 
This was only on the ability tests and excluded the Occupational 
Personality Questionnaire (OPQ32i). 
 
Table 4.4 below summarizes the sten scores obtained by the candidates 
for the Occupational Personality Questionnaire (OPQ32i), which is an 
integral part of the entrance tests. Each personality measure is stated in 
the left column. The minimum and maximum sten scores obtained 
together with the mean and standard deviation for each personality score 
are given. The personality variables cannot be interpreted in the same 
manner as the ability scores, each scale can be interpreted on its own 
(see Annexure A) 
 
Table 4.4 – OPQ32 Sten scores 
  
Sample 
N Minimum Maximum Mean 
Standard 
Deviation 
Persuasive 79 1 9 4.87 1.983 
Controlling 79 2 9 5.63 1.806 
Outspoken 79 1 9 5.37 1.889 
Independent 
Minded 
79 1 9 5.51 1.960 
Outgoing 79 1 10 4.86 1.838 
Affiliative 79 2 9 4.65 1.594 
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Socially 
Confident 
79 2 9 5.22 1.830 
Modest 79 1 10 5.82 2.200 
Democratic 79 2 9 6.09 1.962 
Caring 79 1 9 5.03 1.928 
Data Rational 79 1 10 6.22 1.844 
Evaluative 79 2 9 5.80 1.917 
Behavioural 79 2 10 5.53 2.012 
Conventional 79 2 10 5.91 1.726 
Conceptual 79 2 10 6.32 1.857 
Innovative 79 2 9 5.39 1.924 
Variety Seeking 79 1 10 5.53 1.873 
Adaptable 79 2 10 5.16 1.904 
Forward Thinking 79 2 10 6.48 1.724 
Detail Conscious 79 1 9 5.03 2.025 
Conscientious 79 2 9 5.48 1.608 
Rule Following 79 2 10 5.48 1.811 
Relaxed 79 2 10 5.14 1.886 
Worrying 79 1 10 5.70 2.096 
Tough Minded 79 1 9 5.29 1.650 
Optimistic 79 1 10 6.08 1.873 
Trusting 79 1 10 5.25 1.884 
Emotionally 
Controlled 
79 1 10 5.16 1.652 
Vigorous 79 2 10 5.09 1.688 
Competitive 79 1 10 5.42 1.945 
Achieving 79 2 10 6.08 1.693 
Decisive 79 1 10 5.32 1.958 
 
 
Table 4.5 below summarizes the number of candidates who undertook 
the examinations for each of the courses offered in the NMMU MBA 
programme. The minimum and maximum marks obtained, per module, 
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are shown. The mean and standard deviation for each of the course 
marks are also shown.  
 
 
Table 4.5 – Number of candidates per module examination 
  
Sample 
(N) Min. Max. Mean 
Standard 
Deviation 
BHU5TR3 -  
HUMAN RESOURCES 
STRATEGIES 
60 40 83 59.60 9.682 
BAF5TR1 - 
 ACCOUNTING FOR 
BUSINESS 
49 44 93 76.18 9.340 
BRA5TR2 -  
MANAGEMENT 
ACCOUNTING 
ASPECTS 
61 37 91 65.95 12.742 
BED5TR3 -  
MANAGEMENT 
ECONOMICS 
63 39 83 60.08 10.168 
BPA5TR1 -  
MARKETING 
MANAGEMENT 
72 43 88 64.67 9.624 
BOB5TR1 -  
ORGANISATIIONAL 
BEHAVIOUR 
72 37 75 55.22 8.640 
BQT5TR2 -  
QUANTITATIVE 
TECHNIQUES FOR 
MANAGEMENT 
59 32 89 60.22 14.535 
BFB5TR1 -  
FINANCIAL 
MANAGEMENT 
78 30 91 67.56 9.613 
BIN5TR1 -  79 51 82 66.39 6.589 
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INTERNATIONAL 
MANAGEMENT 
BLS5TR3 -  
LEADERSHIP 
53 42 78 65.19 9.144 
BMN5TR2 -  
OPERATIONS 
MANAGEMENT 
76 44 88 67.63 10.347 
BNM5TR2 - 
RESEARCH 
METHODOLOGY 
75 11 86 66.23 11.341 
BSY5TR3 -  
STRATEGIC 
MANAGEMENT 
72 38 83 60.03 8.681 
ENT5TR1 -  
ENTREPRENEURSHIP 
76 49 78 63.70 8.214 
BLE5TR1 -  
LEAN ENTERPRISE 
MANAGEMENT 
59 43 85 73.42 9.357 
BON5TR1 -  
PROJECT 
MANAGEMENT 
74 40 83 63.53 8.701 
Average 79 50 78 64.50 6.121 
 
Table 4.5 can be summarized to indicate for all the modules undertaken, 
the average lowest mark obtained was 50%, and the maximum average 
mark was 78%, with an average mean score of 64.50%. In thirteen (13) 
of the sixteen (16) modules undertaken, the candidates scored an 
average mark of between 60% and 70%. In two of the modules, the 
mean score was above the 60 – 70% benchmark, and only one was 
below this range. This shows that the profile of the pass rate is between 
60 and 70% in the majority of the modules. In determining the profile of 
successful MBA candidates the pass rates cannot be less than 60%. 
  
Table 4.6 below summarizes the number of candidates who wrote the 
examinations for each module; and it describes these as the percentage 
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of the study sample. The candidates who passed the modules are given, 
as well as those that failed. These are also stated as percentages of the 
number that wrote the examinations. 
 
Table 4.6 – Module success rates 
MODULE 
NO. IN 
EXAM 
SAMPLE 
% 
NO. 
PASSED  
PASS 
% 
NO. 
FAILED 
FAILED  
% 
HUMAN 
RESOURCES 
STRATEGIES 66 83.54 55 83.33 11 16.67 
ACCOUNTING 
FOR BUSINESS 51 64.56 48 94.12 3 5.88 
MANAGEMENT 
ACCOUNTING 
ASPECTS 64 81.01 57 89.06 7 10.94 
MANAGEMENT 
ECONOMICS 67 84.81 54 80.60 13 19.40 
MARKETING 
MANAGEMENT 73 92.41 71 97.26 2 2.74 
ORGANISATIION
-AL BEHAVIOUR 72 91.14 61 84.72 11 15.28 
QUANTITATIVE 
TECHNIQUES 
FOR 
MANAGEMENT 64 81.01 49 76.56 15 23.44 
FINANCIAL 
MANAGEMENT 79 100.00 77 97.47 2 2.53 
INTERNATIONAL 
MANAGEMENT 79 100.00 79 100.00 0 0.00 
LEADERSHIP 53 67.09 51 96.23 2 3.77 
OPERATIONS 
MANAGEMENT 77 97.47 75 97.40 2 2.60 
RESEARCH 
METHODOLOGY 76 96.20 73 96.05 3 3.95 
STRATEGIC 
MANAGEMENT 74 93.67 69 93.24 5 6.76 
ENTREPRENEU
R-SHIP 76 96.20 75 98.68 1 1.32 
LEAN 
ENTERPRISE 
MANAGEMENT 65 82.28 57 87.69 8 12.31 
PROJECT 
MANAGEMENT 74 93.67 70 94.59 4 5.41 
Average 69.38 87.82 63.81 91.69 5.56 8.31 
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Table 4.6 may be summarized to show that only two modules, namely, 
Financial Management and International Management had the entire 
sample writing the examinations. It also shows that only International 
Management had a 100% success rate, with Quantitative Techniques for 
Management having the lowest pass rate of 76.56%.  
 
It may be concluded that 87.82% of the sample wrote the examinations, 
with a success rate of 91.69% of the entire programme course modules.  
 
4.3.2 Inferential Statistics and Correlation analysis 
  
Table 4.7 below is adopted from the SHL results and provides the 
correlational analysis for the SHL tests, used by the NMMU Business 
School as its entrance test for the MBA programme. The left column 
provides the different ability SHL tests; and the three furthest from the left, 
provide both the Pearson Correlation coefficient and the p – value (at 2 – 
tailed significance level) for the English language, the level of study and 
the age in 2010 of the candidates. 
 
The level of study was coded as 1 for the lowest level of education, 
namely matriculation only, and 3 for the post-graduate level. On the 
gender, the males were coded as 1 and females as 2 in the analysis. For 
the same analysis the candidates that had done English as first language 
were coded as 1 and those that had done it as the second language were 
coded as 0.  
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Table 4.7 – SHL test – demographics correlation 
  
English 
Language 
Level of 
Study 
Age 
(@2010) 
VMG3 Pearson 
Correlation 
0.138 -0.050 -0.164 
Sig. (2-tailed) 0.231 0.659 0.155 
NMG3 Pearson 
Correlation 
0.219 -0.012 -0.203 
Sig. (2-tailed) 0.055 0.914 0.076 
DC3.1 Pearson 
Correlation 
0.308 -0.004 -0.227 
Sig. (2-tailed) 0.006 0.970 0.047 
 
Table 4.7 shows that there was a statistically significant correlation 
between DC3.1 and the English language, at 99% significance level (r 
=0.308, p = 0.006). Similarly, there was a statistically significant 
correlation between DC3.1 and age, at 955 significance level (r = 0.227, p 
= 0.047).  
 
The above can be summarized as showing that the Diagrammatic Series 
test scores increased with the candidates’ fluency in English, as English 
taken as first language was rated high. Further, Diagrammatic Series test 
scores decreased with age, that is, the older the candidate, the lower the 
test score obtained. The level of study of the candidates did not show any 
significant correlation. 
 
Table 4.8 provides the correlational analysis for the NMMU MBA modules, 
used by the NMMU Business School for its MBA programme. The left 
column provides the modules, and the three furthest from the left, provide 
both the Pearson Correlation coefficient and the p – value (at 2 – tailed 
significance level) for the English language, the level of study and the age 
in 2010 of the candidates. 
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Table 4.8 – Module – Demographics correlation 
  
Level of 
Study 
English 
Language 
Age 
(@2010) 
BHU5TR3 - 
HUMAN RESOURCES 
STRATEGIES 
Pearson 
Correlation 
-0.051 0.252 0.184 
Sig. (2-
tailed) 
0.700 0.055 0.166 
BAF5TR1 - 
ACCOUNTING FOR 
BUSINESS 
Pearson 
Correlation 
0.057 0.281 -0.141 
Sig. (2-
tailed) 
0.696 0.053 0.341 
BRA5TR2 - 
MANAGEMENT 
ACCOUNTING 
ASPECTS 
Pearson 
Correlation 
-0.077 0.263* -0.288 
Sig. (2-
tailed) 
0.553 0.042 0.027 
BED5TR3 -  
MANAGEMENT 
ECONOMICS 
Pearson 
Correlation 
0.045 0.216 0.048 
Sig. (2-
tailed) 
0.727 0.091 0.711 
BPA5TR1 -  
MARKETING 
MANAGEMENT 
Pearson 
Correlation 
0.044 0.338 0.070 
Sig. (2-
tailed) 
0.712 0.004 0.564 
BOB5TR1 -  
ORGANISATIIONAL 
BEHAVIOUR 
Pearson 
Correlation 
-0.039 0.115 -0.081 
Sig. (2-
tailed) 
0.742 0.338 0.505 
BQT5TR2 -  
QUANTITATIVE 
TECHNIQUES FOR 
MANAGEMENT 
Pearson 
Correlation 
0.039 0.050 -0.196 
Sig. (2-
tailed) 
0.770 0.707 0.145 
BFB5TR1 -  
FINANCIAL 
MANAGEMENT 
Pearson 
Correlation 
0.113 0.163 0.033 
Sig. (2-
tailed) 
0.323 0.160 0.780 
BIN5TR1 -  
INTERNATIONAL 
MANAGEMENT 
Pearson 
Correlation 
0.132 0.223 0.076 
Sig. (2-
tailed) 
0.246 0.051 0.513 
BLS5TR3 -  
LEADERSHIP 
Pearson 
Correlation 
-0.011 0.231 -0.078 
Sig. (2-
tailed) 
0.937 0.100 0.586 
BMN5TR2 -  
OPERATIONS 
MANAGEMENT 
Pearson 
Correlation 
0.114 0.376 -0.064 
Sig. (2-
tailed) 
0.326 0.001 0.585 
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BNM5TR2 - 
 RESEARCH 
METHODOLOGY 
Pearson 
Correlation 
0.178 0.165 0.002 
Sig. (2-
tailed) 
0.127 0.164 0.990 
BSY5TR3 -  
STRATEGIC 
MANAGEMENT 
Pearson 
Correlation 
0.156 0.066 0.036 
Sig. (2-
tailed) 
0.190 0.590 0.765 
ENT5TR1 -  
ENTREPRENEURSHIP 
Pearson 
Correlation 
-0.037 0.277 -0.023 
Sig. (2-
tailed) 
0.752 0.017 0.843 
BLE5TR1 -  
LEAN ENTERPRISE 
MANAGEMENT 
Pearson 
Correlation 
0.071 0.143 0.096 
Sig. (2-
tailed) 
0.594 0.288 0.475 
BON5TR1 -  
PROJECT 
MANAGEMENT 
Pearson 
Correlation 
0.161 0.168 -0.255 
Sig. (2-
tailed) 
0.169 0.158 0.030 
 
Table 4.8 can be summarized to show that there was a statistically 
significant correlation between the Management Accounting Aspects and 
the English language, at 95% significance level (r = 0.263, p = 0.42). 
Similarly, the same was observed with age at the same significance level 
(r = -0.288, p = 0.027). This indicates that the more fluent the candidates 
were in English, the higher the scores obtained for the Management 
Accounting Aspects module.  
 
Contrary to the same trend, the older the candidates, the lower the score 
obtained for the same module.  
 
There was a statistically significant correlation between the Marketing 
Management module and the English language at the 99% significance 
level (r = 0.338, p = 0.004). This indicated that the success rate was 
higher for this module with greater English fluency. 
 
The Operations Management module followed the same trend as the 
Marketing Management module, with a statistically significant correlation 
at 99% significance level (r = 0.376, p = 0.001). This means that the 
higher the fluency in English, the higher the success rate on this module. 
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The Entrepreneurship module also showed a statistically significant 
correlation with the English language at 95% significance level (r = 0.277, 
p = 0.017). The same interpretation as Operations Management may be 
observed. 
 
The Project Management module showed a statistically significant 
correlation with age at 95% significance level (r = -0.255, p = 0.030). This 
indicated that the higher the success rate in this module, the younger the 
candidates were.  
 
Table 4.9 below provides the correlational analysis between the modules 
and the SHL test battery, used by the NMMU Business School as its 
entrance test for the MBA programme. This summarises the ability tests 
results and excludes those of the OPQ32i. The left column provides the 
module description; and the three furthest from the left, provide both the 
Pearson Correlation coefficient and the p – value (at 2 – tailed 
significance level) for the SHL test categories. The sample sizes, as 
referred to in Table 4.6, vary for the different modules and this influenced 
the statistical significance in the results. 
 
Table 4.9 – Correlation between modules and entrance test 
  
  VMG3 NMG3 DC3.1 
BHU5TR3 -  
HUMAN 
RESOURCES 
STRATEGIES 
Pearson 
Correlation 
0.141 0.147 -0.015 
Sig. (2-tailed) 0.282 0.262 0.907 
BAF5TR1 -  
ACCOUNTING 
FOR BUSINESS 
Pearson 
Correlation 
0.277 0.218 0.215 
Sig. (2-tailed) 0.054 0.133 0.137 
BRA5TR2 -  
MANAGEMENT 
ACCOUNTING 
ASPECTS 
Pearson 
Correlation 
0.483 0.683 0.381 
Sig. (2-tailed) 0.000 0.000 0.002 
BED5TR3 -  
MANAGEMENT 
Pearson 
Correlation 
0.252 0.565 0.280 
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ECONOMICS 
Sig. (2-tailed) 0.046 0.000 0.026 
BPA5TR1 -  
MARKETING 
MANAGEMENT 
Pearson 
Correlation 
0.261 0.452 0.193 
Sig. (2-tailed) 0.027 0.000 0.105 
BOB5TR1 -  
ORGANISATIIO
NAL 
BEHAVIOUR 
Pearson 
Correlation 
0.271 0.366 0.219 
Sig. (2-tailed) 0.021 0.002 0.064 
BQT5TR2 -  
QUANTITATIVE 
TECHNIQUES 
FOR 
MANAGEMENT 
Pearson 
Correlation 
0.154 0.595 0.300 
Sig. (2-tailed) 0.244 0.000 0.021 
BFB5TR1 -  
FINANCIAL 
MANAGEMENT 
Pearson 
Correlation 
0.172 0.372 0.128 
Sig. (2-tailed) 0.133 0.001 0.264 
BIN5TR1 -  
INTERNATIONA
L 
MANAGEMENT 
Pearson 
Correlation 
0.348 0.353 0.173 
Sig. (2-tailed) 0.002 0.001 0.128 
BLS5TR3 -  
LEADERSHIP 
Pearson 
Correlation 
0.157 0.072 0.062 
Sig. (2-tailed) 0.261 0.610 0.660 
BMN5TR2 -  
OPERATIONS 
MANAGEMENT 
Pearson 
Correlation 
0.286 0.405 0.243 
Sig. (2-tailed) 0.012 0.000 0.035 
BNM5TR2 - 
 RESEARCH 
METHODOLOG
Y 
Pearson 
Correlation 
0.142 0.164 0.028 
Sig. (2-tailed) 0.224 0.159 0.810 
BSY5TR3 -  
STRATEGIC 
MANAGEMENT 
Pearson 
Correlation 
0.423 0.351 .069 
Sig. (2-tailed) 0.000 0.002 0.567 
ENT5TR1 -  
ENTREPRENEU
RSHIP 
Pearson 
Correlation 
0.252 0.241 0.252 
Sig. (2-tailed) 0.028 0.036 0.028 
BLE5TR1 -  
LEAN 
ENTERPRISE 
MANAGEMENT 
Pearson 
Correlation 
0.039 -0.139 0.055 
Sig. (2-tailed) 0.771 0.295 0.680 
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BON5TR1 -  
PROJECT 
MANAGEMENT 
Pearson 
Correlation 
0.070 0.331 0.127 
Sig. (2-tailed) 0.551 0.004 0.282 
Average Pearson 
Correlation 
0.346 0.499 0.239 
Sig. (2-tailed) 0.002 0.000 0.034 
 
Table 4.9 can be summarized to show that there was a statistically 
significant correlation between the Management Accounting Aspects and 
all three ability tests at 99% confidence level (VMG3: r = 0.483, p = 0.000; 
NMG3: r = 0.683, p = 0.000; DC3.1: r = 0.381, p = 0.002). This implies 
that the higher the scores attained for the three test categories, the higher 
the success rate in Management Accounting Aspects. 
 
Similarly, there was a statistically significant correlation between the 
Management Economics module and the three test categories. Although 
the significance level was at 99% for the NMG3, both the VMG3 and 
DC3.1 were at the 95% significance level (VMG3: r = 0.252, p = 0.046; 
NMG3: r = 0.565, p = 0.000; DC3.1: r = 0.280, p = 0.026). This implies 
that the higher the scores obtained for the three test categories, the 
higher the success rate in Management Economics module. 
 
There was a statistically significant correlation between the Marketing 
Management module, with both VMG3 (r = 0.261, p = 0.027) at 95% 
significance level and NMG3 at 99% significance level (r = 0.452, p = 
0.000). This means that the higher the scores for both verbal and 
numerical reasoning, the higher the success rate for the Marketing 
Management module. DC3.1 did not yield a statistically significant 
correlation. 
 
There was a statistically significant correlation between the Organisational 
Behaviour module, with both VMG3 (r = 0.271, p = 0.021) at the 95% 
significance level, and NMG3 at the 99% significance level (r = 0.366, p = 
0.002). This means that the higher the scores for both verbal and 
numerical reasoning, the higher the success rate for the Organisational 
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Behaviour module. DC3.1 did not yield a statistically significant 
correlation. 
 
Quantitative Techniques for Management yielded a statistically significant 
correlation for NMG3 at 99% significance level (r = 0.595, p = 0.000) and 
DC3.1 at 95% significance level (r = 0.300, p = 0.021). This implies that 
the higher the scores obtained for both numerical and abstract reasoning, 
the higher the success rate in this module.  
 
The Financial Management module showed a statistically significant 
correlation, with NMG3 at the 99% significance level (r = 0.372, p = 
0.001). This shows that the higher the numerical reasoning, the greater 
the success rate in Financial Management.  
 
International Management showed a statistically significant correlation 
with both VMG3 and NMG3 at the 99% significance level (VMG: r = 
0.348, p = 0.002; NMG3: r = 0.353, p = 0.001). This result can be 
summarized to imply that the candidates that scored higher for both 
verbal and numerical reasoning would do well in the International 
Management module. 
 
There was a statistically significant correlation between the Operations 
Management module and the three test categories. Although the 
significance level was at 99% for the NMG3, both the VMG3 and DC3.1 
were at the 95% significance level (VMG3: r = 0.286, p = 0.012; NMG3: r 
= 0.405, p = 0.000; DC3.1: r = 0.243, p = 0.035). This implies that the 
higher the scores obtained for the three test categories, the higher the 
success rate in the Operations Management module. This effect would be 
greater with numerical reasoning. 
 
The Strategic Management module yielded a statistically significant 
correlation for both VMG3 and NMG3 at the 99% significance level 
(VMG3: r = 0.423, p = 0.000; NMG: r = 0.351, p = 0.002). Both the 
numerical and verbal reasoning scores increased the success rate of this 
module, with the attainment of higher scores. 
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The Entrepreneurship module showed a statistically significant correlation 
at 95% for all the three test categories (VMG3: r = 0.252, p = 0.028; NMG: 
r = 0.241, p = 0.036; DC3.1: r = 0.252, p = 0.028). This implies that the 
success rate of this module would be higher with higher scores being 
obtained in all three test categories. 
 
The Project Management module showed a statistically significant 
correlation, with NMG3 at the 99% significance level (r = 0.372, p = 
0.001). This shows that the higher the numerical reasoning, the greater 
the success rate in Project Management.  
 
There was a statistically significant correlation between the average 
scores of the modules and those of the three test categories. Both VMG3 
and NMG3 showed this trend at the 99% significance level, while the 
DC3.1 showed a similar trend at the 95% significance level. This implies 
that as the candidates do well in the Verbal and Numerical Reasoning 
tests – and follow the same trend in the Diagrammatic Series test – the 
candidates will succeed in the MBA programme. This implies that the 
entrance test plays an important part in assessing the ability of candidates 
to succeed in the programme.  
 
4.3.3 Personality Questionnaire correlations 
 
Annexures B1 to B3 show the correlation between the modules and the 
thirty-two (32) Personality Questionnaire measures. The following is a 
discussion of the correlations, as depicted in these annexures. 
 
There was a statistically significant correlation, at the 95% significance 
level, between persuasion, as a measure, and three modules, namely, 
Management Accounting Aspects (r = -0.291, p = 0.023), Organisational 
Behaviour (r = -0.269, p = 0.022) and Lean Enterprise Management (r = 
0.314, p = 0.015). The significance level was at the 95% level on all 
three. This implies that candidates who are less persuasive performed 
better in Management Accounting Aspects and Organisational 
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Behaviour; but those that are persuasive performed better in the Lean 
Enterprise Management module. 
 
It was also noticed that there was a statistically significant correlation 
between modest, as a measure, and both Management Accounting 
Aspects (r = 0.394, p = 0.002) at the 99% significance level and 
Management Economics (r = 0.267, p = 0.034) at the 95% significance 
level. This implies that modest candidates performed well in both these 
modules. 
 
There were two measures that had a statistically significant correlation 
with all six modules. These were Evaluative and Conscientious. This 
implies that the candidate that critically evaluates information performed 
well in all six of the modules. Similarly, candidates who focused on 
getting things finished, performed well in the six modules. 
 
Each of the personality questionnaire measures correlates with the 
different modules; but the combination of these could influence the total 
performance in the programme. 
 
 
4.4 CONCLUDING REMARKS 
 
The aim of Chapter Four was to present the historical data collected from 
the NMMU Business School for the 2010 first-year MBA intake 
candidates, using frequency tables that showed the demographics and 
the success rates for the modules offered in the programme. The 
empirical results were compared with the literature review (that was dealt 
with in Chapter Two) to investigate the influence of the entrance 
requirements on the success of the candidate. To obtain this, the profile 
of the NMMU MBA candidate had to be investigated. This chapter thus 
concentrated on analysing the correlations to find the influence and the 
profile of the candidate. 
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In this chapter, the correlations between various concepts discussed in 
Chapter Two were discussed. In Chapter Five, the final conclusions will 
be drawn and recommendations given, which may be considered as a 
means of profiling a successful MBA candidate at NMMU. 
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CHAPTER FIVE 
CONCLUSIONS AND RECOMMENDATIONS 
5.1 INTRODUCTION 
 
In the previous chapter, the empirical findings were described and the 
statistical results analysed and presented. In this chapter, information 
obtained from the literature study and empirical results are used to draw 
conclusions and make recommendations. The objective of the study was 
to determine and describe what the profile for a 2010 MBA first-year 
candidate at the NMMU Business School looked like, and how it should 
look, in order to be successful in the MBA programme. This should lead 
to resolving the sub-problems, as stated in Chapter One. 
 
5.2 RESEARCH SUMMARY 
 
The significance of the study, as discussed in Chapter One, was derived 
from the fact that too much trust was placed on the admission criteria, 
and that these were intended to indicate those candidates who would be 
successful in the programme – and that the candidate has the potential 
to complete the MBA programme. The purpose of the study was then to 
determine the profile of a successful MBA candidate. In Chapter Two, the 
profile of a successful was defined after the literature study revealed that 
there were success indicators that influenced performance in the MBA 
programme. 
 
The purpose of the literature study, in Chapter Two, was twofold: firstly to 
understand the nature of the Business Schools and the admission 
process in the South African context. The study revealed that there was a 
similar trend in Business Schools that most of them have grouped, and 
are members of the South African Business Schools Association 
(SABSA). This allowed for the sharing of information – and to some 
extent – skills and expertise between business schools, and to assist in 
developing the business education sector, in line with international 
standards. 
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The selection of the ideal candidate for admission to an MBA programme 
is a challenge that all Business Schools face – not only to be viable in the 
competitive environment of today – but the selection of a candidate to 
successfully obtain the MBA qualification (Scholtz & Du Plessis, 2009). 
 
The admission process considered a variety of factors, such as policy 
requirements that institutions offering MBA s should seek to redress past 
discrimination, and strive for representativity and equal access for 
applicants (Taylor, 2010). The study revealed that there were generic 
requirements for admission to the MBA programme; and depending on 
an institution, these ranged from a minimum age, a set number of years 
of working experience and to be subjected to an entrance test that 
measured the candidate’s potential and aptitude. 
  
The literature study was further conducted to ascertain these success 
indicators, namely: the candidate’s age, work experience, cultural 
background, and educational background: as predictors of performance. 
The age groupings showed changes in terms of performance, with the 
younger ages having a significant impact (Truitt, 2002). 
 
The study showed that work experience was a potential predictor of 
performance, and that this brought with it the ability to relate to certain 
concepts during the learning phase (Adam & Hancock, 2002). Although 
the cultural background of candidates proved to be difficult to 
quantitatively express, the use of English for non-English speaking 
candidates could generally be assumed to be important in the thinking 
process, thus having an impact on the behaviour of the candidate. The 
ethnicity of the candidate, as a cultural factor, was linked to the English 
language in the analysis of this study. 
 
There was agreement in the literature, that candidates need not have an 
undergraduate business degree (Braunstein, 2002; Adam & Hancock, 
2000); however, learning of some sort is key in the MBA programme.  
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5.3 PROBLEMS ENCOUNTERED 
 
Access to students’ records was not readily available and that it took time 
for the application, to access these records, to be approved (Annexure 
D).  Some of the information, which would have been useful for the study, 
such as matriculation subject choices and results could not be accessed 
due to time constraints. Further, a questionnaire prepared to obtain other 
relevant information from students proved unsuccessful, as some 
students might have changed employment, and were no longer 
reachable on the email addresses in the database. 
 
5.4 CONCLUSIONS 
 
In order to achieve the main objective of determining and describing what 
the profile for a 2010 MBA first-year candidate at the NMMU Business 
School looks like, and how it should look, in order to be successful in the 
MBA programme, the following sub-problems had to be answered. 
 
The first sub-problem, the importance of the literature to both MBA and 
post graduate success indicators was discussed in Chapter Two when 
predicting academic performance in MBA. This led to the conceptual 
framework derived in Chapter Two. Entrance tests, age, work 
experience, cultural background and educational background were found 
to predict performance; and thus, may be considered as success 
indicators in the MBA programme. 
 
The second sub-problem was the nature of the entrance requirements for 
the NMMU Business School MBA, and how these differed from other 
accredited institutions in South Africa. This was discussed in Chapter 
Two. It was identified that there were generic entrance requirements 
amongst the South African institutions. The NMMU Business School 
based its entrance requirements on minimum age, three years of work 
experience, and the candidate should at least hold a three-year post-
matric qualification. Above all, candidates should be subjected to the 
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SHL battery of psychometric tests, standardised for South African 
conditions, in order to measure their potential and aptitude. 
 
  The third sub-problem, the comparison of the available psychometric 
tests and the information used by the NMMU Business School from these 
tests, was discussed in Chapter Two. Although the NMMU Business 
School uses the SHL test battery, there are other tests available, such as 
the GMAT, APIL and the NBT, which were described in Chapter Two of 
this study. These tests are largely psychometric tests; and they evaluate 
numerical, verbal acumen and personality traits. 
 
The NMMU Business School, for this study, used the SHL tests, which 
comprised the following: 
 
i. Managerial and Graduate Item Bank, which consists of the Verbal 
Critical Reasoning (VMG3), and the Numerical Critical Reasoning 
test (NMG3). 
ii. The Critical Reasoning Test Battery, which consists of the 
Diagrammatic Series test (DC3.1). 
The Occupational Personality Questionnaire (OPQ32i) was also used. 
The VMG3 test measures the evaluation of the comprehension of logic of 
various arguments. The NMG3 test measures the ability to make correct 
decisions or inferences from the numerical data. The DC3.1 test 
measures the reasoning with diagrams, and it requires the recognition of 
logical rules governing sequences.  
 
Lastly, the OPQ32i is a personality questionnaire for use in the selection 
and development of people at work. 
 
In the analysis of the ability tests, namely, the VMG3, NMG3 and DC3.1, 
in Chapter Four, Table 4.3, the candidates obtained a mean sten score of 
between 5.32 and 5.82, which is average for the considered group in 
these tests. These scores exclude the Personality Questionnaire results.  
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It is, thus, deduced, from the analysis in Chapter Four, that the students 
that performed better in the ability tests also performed better on the 
modules. 
 
The fourth sub-problem, the indicators that could make up an MBA 
student profile, was discussed in Chapter Two. These indicators are 
described in the first sub-problem above. In Chapter Two the conceptual 
framework summarises these as: age, educational background, cultural 
background, work experience, gender and the SHL tests. 
 
The fifth sub-problem: What does the student profile of the 2010 first-year 
intake look like, was dealt with in Chapter 4, when describing the sample 
for this study. 
 
As discussed in Chapter Four, the 2010 first-year intake of students 
comprised students ranging from 24 to 56 years old. This group showed 
that there was a correlation between the entrance test and the modules 
taken. It, also showed that the younger the candidates, the better they 
performed on the Diagrammatic Series test (DC3.1) – thereby implying 
that the young candidates have a better ability to reason with diagrams, 
and are able to recognise logical rules governing sequences; and the 
better the English fluency, the more easily the candidates could 
recognise these rules. 
 
The NMMU 2010 MBA intake had a larger intake of male candidates 
(67.1%). These candidates obtained better scores in Numerical 
Reasoning, and they did fairly well compared to their female 
counterparts. The profile of this group comprised a majority of students 
(53%) holding a degree or a three- year diploma. Only 29.1% had 
postgraduate qualifications. Sixty-six of the seventy-nine candidates were 
mainly Xhosa (39.2%), English (27.8%) and Afrikaans (16.5%). In terms 
of job categories, 22.8% of the candidates were professionals, 35.4% 
were managers, and 12.7% were senior managers with 44.3 % in the 
public service and manufacturing sector (including construction and 
mining). 
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The sixth sub-problem is: What do the student modules’ success rates 
look like up to June 2012, for the 2010 intake. This was analysed in 
Chapter Four and the results were described in Table 4.5. 
 
Although not all the students wrote final examinations for all the modules, 
the International Management had all candidates in the sample writing 
the examination for this module. The mean pass rates for the modules 
ranged from 55.2%, with Human Resources Strategy being the lowest, to 
76.2%, with Accounting for Business being the highest. Only seven of the 
modules, of the 16, including the Elective Modules, had mean pass rates 
above 65%. The pass rates ranged between 76,56% (Quantitative 
Techniques for Management) to 100% (International Management and 
Financial Management).  
 
The highest failure rate was for the Quantitative Techniques for 
Management module. 
 
The seventh sub-problem, which deals with the comparison of the 
profiles of the successful group compared with those of the unsuccessful 
group, can be addressed by an analysis of the successful group, as 
defined in Chapter Two.  
 
The successful group was defined as those candidates that had passed 
all the modules, and had passed the collective of the modules with an 
average of 65%, or more. In the sample of seventy-nine candidates, 
thirty-two had passed all the modules by June 2012. This translates to 
40.5% (32 candidates) of the sample. Twenty-five candidates had 
passed the collective modules, with a total average of 65% and above. 
The twenty-five candidates who had passed all the modules with a total 
average of 65% or above, were made up of 76% males and 24% 
females.  
 
Of the twenty-five candidates referred to in the previous paragraph, 80% 
were holders of a degree or a three-year diploma, and 20% held a 
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postgraduate qualification. Thirteen of the twenty- five candidates held 
supervisory to senior management positions in various industries. 
 
In the considered sample of seventy-nine candidates, forty-seven 
candidates (59.5%) were unsuccessful, as these had not passed all the 
modules by June 2012.  Twenty-eight (59.6%) of those unsuccessful 
candidates were males, and nineteen (40.4%) were females.  
 
The eighth sub-problem deals with what could be deduced from the 
results and conclusions above in respect of the successful MBA 
candidates. Following the above deduction, the profile should include the 
following: 
 
A successful candidate would: 
a. Have a degree or a three-year diploma; 
b. Be between 24 and 49 years old; 
c. Have had working experience, and be at least in a supervisory 
position; 
d. Have scored high on the Ability Tests (VMG3, NMG3 and DC3.1) 
of the SHL battery of tests and that the following ten Personality 
Questionnaire scales (see Annexure A) would have scored as 
follows: 
 
OPQ32i SCALE SCORE 
Modest High 
Democratic Low 
Data Rational Low 
Evaluative High 
Behavioural High 
Innovative Low 
Detail Consciousness High 
Conscientious High 
Optimistic Low 
Emotionally Controlled High 
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5.5 RECOMMENDATIONS 
 
Bisschoff (2005) asserts that Business Schools were continuously faced 
with the problem of admitting the “right” students. It is thus important to 
continuously ascertain the representative profile of successful students, 
in order to address any shortcomings that would reduce the higher 
throughputs in the Business School. Although the methods used by the 
NMMU Business School for admission to its MBA programme are 
stringent, the ratio of successful students to those that are unsuccessful 
still needs to be improved. 
 
 The use of the psychometric tests in the admissions process should be 
retained, with an emphasis on the recruitment of more younger 
professionals who have already been employed at least as a supervisor 
– as it was shown that the younger candidates perform better on the SHL 
tests. Improvement in the scores of SHL tests was shown in Table 4.9. 
This should yield better success rates for the modules; and therefore, 
should facilitate in the selection of the candidates dependent on the SHL 
test results. 
 
The current requirement of a degree, or a three-year diploma, in the 
admissions process, should remain – as no significance of a higher 
qualification was shown.  
 
Table 4.5 shows that more than 90% of the candidates wrote 
examinations for only 56.25% of the 16 modules that were considered; 
and this could be monitored by the introduction of certain modules as 
prerequisites for others.  The modules not successfully completed within 
the two attempts should render the candidate disqualified to continue 
with the programme. 
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Table 4.6 showed that fifteen of the sixteen modules considered had 
pass rates greater than 80%; but in the Quantitative Techniques for 
Management, there was the only one lower than 80%. Although the pass 
rate was 76.56%, it lagged behind other modules and had the highest 
failure rate. This module should be reviewed by either:  
 Reviewing the content to align it with other modules with regard to 
the concepts necessary in the rest of the modules, so as to create 
a practical module that leverages on the concepts taught in other 
modules; or  
 Introducing an Introductory course to Statistics similar to the 
principles taught in the Accounting for Business module. 
  
5.6 CONCLUDING REMARKS 
 
In considering candidates for the MBA programme at the NMMU 
Business School the admission criteria plays a vital role in ensuring that 
such candidates will be successful. The criteria need to be regularly 
scrutinised in terms of its relevance to the standards that the Business 
School wishes to maintain. These standards, in ensuring high 
throughputs, must at all times not compromise on the quality of the 
candidates at the entrance level. 
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ANNEXURE A 
 
OCCUPATIONAL PERSONALITY QUESTIONNAIRE 
SCALE NAMES AND DESCRIPTIONS 
 
 
Adopted from SHL (www.shl.com) 
 
LOW SCORE OPQ32 SCALE HIGH SCORE
Rarely pressures others to change their 
views Persuasive Likes to change others views
Unlikely to take the lead Controlling Takes control
Unprepared to put forward own opinion Outspoken Freely expresses opinion
Prepared to follow the consensus Independent Minded Prefers to follow own approach
Quiet and reserved in groups Outgoing Lively and animated in groups
Values time spent alone Affiliative Enjoys others' company
Can feel awkward when first meeting 
people Socially Confident
Feels comfortable when first 
meeting people
Talks about personal success Modest Dislikes discussing achievements
Prefers to make decisions alone Democratic Consults widely
Selective with sympathy and support Caring
Sympathetic and considerate 
towards others
Prefers dealing with opinions and 
feelings rather than facts and figures Data Rational Likes working with numbers
Dislikes critically analysing information Evaluative Critically evaluates information
Does not question the reasons for for 
people's behaviors Behavioural
Tries to understand motives and 
behaviours
Less conventional Conventional
Favours a more conventional 
approach
Dislikes dealing with abstract concepts Conceptual
Enjoys discussing abstract 
concepts
Less inclined to be creative and inventive Innovative Enjoys being creative
Prefers routine Variety Seeking Prefers variety
Unlikely to behave differently with 
different people Adaptable
Adapts approach to different 
people
Less likely to take a strategic objective Forward Thinking
More likely to take a strategic 
perspective
Dislikes task involving detail Detail Conscious Focusses on detail
Prepared to leave some tasks unfinished Conscientious Persists until the job is done
Not restricted by rules and procedures Rule Following Follows rules and regulations
Tends to feel tense Relaxed Rarely feels tense
Free from worry Worrying Worries about things going wrong
Sensitive Tough Minded Not easily offended
Expects things to go wrong Optimistic Expects things will turn out well
Finds it difficult to trust others Trusting Trusts people
Finds it difficult to conceal feelings Emotionally Controlled Can conceal feelings from others
Likes to take things at a steady pace Vigorous Thrives on activity
Feels that taking part is more important 
than winning Competitive Has a need to win
Looks for achievable rather than highly 
ambitious targets Achieving Ambitius and career-centred
Tends to be cautius when making 
decisions Decisive Makes fast decisions
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ANNEXURE B1 
 
CORRELATION BETWEEN MODULES AND OPQ32i 
(First 11 scales) 
 
 
 
 
 
 
Persuasive Controlling Outspoken
Independent 
Minded Outgoing Affiliative
Socially 
Confident Modest Democratic Caring
Data 
Rational
Pearson Correlation -.188 -.036 .026 .224 -.065 .032 -.143 .102 -.170 .051 -.408
**
Sig. (2-tailed) .151 .786 .841 .085 .620 .806 .277 .439 .193 .698 .001
N 60 60 60 60 60 60 60 60 60 60 60
Pearson Correlation -.059 -.216 .143 .058 .017 .099 .266 .052 .024 -.097 -.141
Sig. (2-tailed) .685 .135 .326 .690 .907 .497 .065 .723 .869 .509 .333
N 49 49 49 49 49 49 49 49 49 49 49
Pearson Correlation -.291
* .009 .066 .241 .012 .014 -.074 .394
**
-.364
** -.077 -.005
Sig. (2-tailed) .023 .943 .613 .062 .929 .915 .573 .002 .004 .553 .972
N 61 61 61 61 61 61 61 61 61 61 61
Pearson Correlation -.074 -.114 -.067 .015 -.105 .099 .098 .267
* -.225 -.065 .062
Sig. (2-tailed) .563 .375 .602 .905 .412 .439 .445 .034 .076 .611 .629
N 63 63 63 63 63 63 63 63 63 63 63
Pearson Correlation -.137 .039 .027 .017 -.052 -.050 .175 .159 -.205 .126 -.380
**
Sig. (2-tailed) .250 .747 .819 .884 .666 .677 .141 .183 .084 .292 .001
N 72 72 72 72 72 72 72 72 72 72 72
Pearson Correlation -.269
* -.042 .068 .154 -.008 .063 .127 .171 -.162 .244
*
-.305
**
Sig. (2-tailed) .022 .727 .570 .196 .944 .597 .286 .150 .174 .039 .009
N 72 72 72 72 72 72 72 72 72 72 72
Pearson Correlation -.201 -.170 .065 .006 -.204 .155 -.011 .245 -.179 .097 .142
Sig. (2-tailed) .126 .199 .627 .962 .121 .240 .934 .061 .176 .465 .282
N 59 59 59 59 59 59 59 59 59 59 59
Pearson Correlation -.021 -.080 .016 -.096 -.085 .150 -.028 .149 -.272
* -.086 -.050
Sig. (2-tailed) .856 .485 .890 .401 .459 .190 .806 .192 .016 .455 .667
N 78 78 78 78 78 78 78 78 78 78 78
Pearson Correlation -.196 -.084 -.060 -.016 -.060 -.001 -.002 .099 -.049 .017 -.073
Sig. (2-tailed) .083 .464 .601 .891 .597 .994 .986 .385 .670 .884 .520
N 79 79 79 79 79 79 79 79 79 79 79
Pearson Correlation -.020 -.195 .181 -.087 -.037 .053 .133 .065 .146 .104 -.040
Sig. (2-tailed) .889 .162 .193 .536 .793 .704 .343 .642 .298 .460 .777
N 53 53 53 53 53 53 53 53 53 53 53
Pearson Correlation .023 .170 .090 .062 -.017 .037 .135 .099 -.232
* -.075 -.247
*
Sig. (2-tailed) .841 .142 .442 .593 .882 .750 .244 .397 .044 .521 .031
N 76 76 76 76 76 76 76 76 76 76 76
Pearson Correlation .122 -.083 .071 -.010 -.189 .019 .171 .091 -.033 -.028 -.099
Sig. (2-tailed) .298 .479 .547 .930 .104 .871 .143 .440 .779 .810 .400
N 75 75 75 75 75 75 75 75 75 75 75
Pearson Correlation -.132 -.008 .065 .007 -.138 -.010 .015 .111 -.135 .091 -.213
Sig. (2-tailed) .269 .946 .585 .952 .247 .936 .901 .354 .257 .448 .072
N 72 72 72 72 72 72 72 72 72 72 72
Pearson Correlation -.090 .063 -.078 -.132 .049 .104 .216 -.014 -.033 .033 -.194
Sig. (2-tailed) .437 .587 .504 .256 .676 .372 .061 .904 .778 .776 .093
N 76 76 76 76 76 76 76 76 76 76 76
Pearson Correlation .314
* -.200 .021 -.190 -.125 -.161 .105 .027 .165 .049 -.206
Sig. (2-tailed) .015 .129 .876 .149 .347 .223 .428 .837 .212 .715 .117
N 59 59 59 59 59 59 59 59 59 59 59
Pearson Correlation -.035 .133 .187 .000 -.082 -.055 -.024 .067 -.298
**
-.239
* -.172
Sig. (2-tailed) .765 .258 .112 .998 .488 .643 .839 .573 .010 .040 .142
N 74 74 74 74 74 74 74 74 74 74 74
Pearson Correlation -.105 -.080 .081 .025 -.123 .093 .109 .181 -.205 -.029 -.213
Sig. (2-tailed) .355 .485 .475 .829 .281 .413 .338 .110 .070 .800 .060
N 79 79 79 79 79 79 79 79 79 79 79
Average
**. Correlation is significant at the 0.01 level (2-tailed).
*. Correlation is significant at the 0.05 level (2-tailed).
BMN5TR2 - 
OPERATIONS MANAGEMENT
BNM5TR2 -
RESEARCH METHODOLOGY
BSY5TR3 - 
STRATEGIC MANAGEMENT
ENT5TR1 - 
ENTREPRENEURSHIP
BLE5TR1 - 
LEAN ENTERPRISE 
MANAGEMENT
BON5TR1 - 
PROJECT MANAGEMENT
BPA5TR1 - 
MARKETING MANAGEMENT
BOB5TR1 - 
ORGANISATIIONAL 
BEHAVIOUR
BQT5TR2 - 
QUANTITATIVE TECHNIQUES 
FOR MANAGEMENT
BFB5TR1 - 
FINANCIAL MANAGEMENT
BIN5TR1 - 
INTERNATIONAL 
MANAGEMENT
BLS5TR3 - 
LEADERSHIP
Correlations
BHU5TR3 - 
HUMAN RESOURCES 
STRATEGIES
BAF5TR1 - 
ACCOUNTING FOR BUSINESS
BRA5TR2 - 
MANAGEMENT ACCOUNTING 
ASPECTS
BED5TR3 - 
MANAGEMENT ECONOMICS
92 
 
ANNEXURE B2 
 
CORRELATION BETWEEN MODULES AND OPQ32i 
(Second 11 scales) 
 
 
 
 
 
 
 
 
Evaluative Behavioural Conventional Conceptual Innovative
Variety 
Seeking Adaptable
Forward 
Thinking
Detail 
Conscious Conscientious
Rule 
Following
Pearson Correlation .185 .364
** .150 -.088 -.279
* .236 .084 .090 .022 -.028 .067
Sig. (2-tailed) .158 .004 .252 .504 .031 .069 .526 .495 .868 .832 .613
N 60 60 60 60 60 60 60 60 60 60 60
Pearson Correlation .021 .048 -.066 .011 -.127 .157 .135 -.109 .088 .092 -.167
Sig. (2-tailed) .884 .743 .652 .939 .384 .281 .355 .455 .546 .531 .251
N 49 49 49 49 49 49 49 49 49 49 49
Pearson Correlation .207 .102 .131 -.026 -.268
* .199 .150 -.295
* -.028 -.005 .075
Sig. (2-tailed) .110 .436 .316 .845 .037 .124 .248 .021 .828 .967 .564
N 61 61 61 61 61 61 61 61 61 61 61
Pearson Correlation .123 .140 .080 -.206 -.281
* .062 .162 -.164 .049 .160 -.033
Sig. (2-tailed) .336 .275 .534 .106 .026 .632 .206 .198 .702 .211 .797
N 63 63 63 63 63 63 63 63 63 63 63
Pearson Correlation .353
** .218 .008 -.100 -.133 .324
** -.174 -.009 .109 .139 -.024
Sig. (2-tailed) .002 .066 .949 .404 .265 .005 .143 .937 .361 .245 .841
N 72 72 72 72 72 72 72 72 72 72 72
Pearson Correlation .315
**
.285
* -.100 -.062 -.275
* .205 -.003 -.135 .026 .113 .016
Sig. (2-tailed) .007 .015 .404 .605 .020 .084 .979 .259 .829 .343 .895
N 72 72 72 72 72 72 72 72 72 72 72
Pearson Correlation .268
* .126 .037 -.237 -.181 .037 .051 -.253 -.063 .328
* .076
Sig. (2-tailed) .040 .340 .778 .071 .169 .783 .703 .053 .633 .011 .569
N 59 59 59 59 59 59 59 59 59 59 59
Pearson Correlation .110 .039 .149 -.073 -.117 .085 -.087 .059 .084 .283
* .109
Sig. (2-tailed) .340 .734 .192 .528 .307 .458 .451 .607 .463 .012 .343
N 78 78 78 78 78 78 78 78 78 78 78
Pearson Correlation .113 .202 .000 .157 -.089 .118 -.037 -.051 .209 .273
* .031
Sig. (2-tailed) .322 .074 .999 .168 .438 .301 .743 .653 .064 .015 .788
N 79 79 79 79 79 79 79 79 79 79 79
Pearson Correlation .223 .065 .024 .135 -.200 .004 -.200 -.034 .158 .445
** -.009
Sig. (2-tailed) .109 .643 .863 .336 .151 .980 .152 .808 .260 .001 .948
N 53 53 53 53 53 53 53 53 53 53 53
Pearson Correlation .288
*
.263
* .071 -.034 -.110 .056 -.172 .039 .191 .167 -.057
Sig. (2-tailed) .012 .022 .544 .768 .343 .628 .138 .739 .098 .150 .625
N 76 76 76 76 76 76 76 76 76 76 76
Pearson Correlation .165 .167 .065 -.160 -.098 -.112 -.097 .111 .242
*
.249
* .060
Sig. (2-tailed) .157 .152 .581 .171 .401 .340 .410 .344 .037 .032 .611
N 75 75 75 75 75 75 75 75 75 75 75
Pearson Correlation .307
**
.270
* -.025 .180 -.163 .193 -.225 -.072 .307
**
.305
** .008
Sig. (2-tailed) .009 .022 .835 .130 .171 .104 .058 .546 .009 .009 .949
N 72 72 72 72 72 72 72 72 72 72 72
Pearson Correlation .114 .243
* .003 .039 -.106 .084 -.071 .014 .231
* .037 -.132
Sig. (2-tailed) .327 .035 .978 .736 .362 .472 .540 .906 .045 .754 .255
N 76 76 76 76 76 76 76 76 76 76 76
Pearson Correlation .199 .074 .133 -.244 .012 -.093 -.253 .192 .380
** .185 .075
Sig. (2-tailed) .131 .575 .315 .063 .926 .484 .053 .146 .003 .160 .570
N 59 59 59 59 59 59 59 59 59 59 59
Pearson Correlation .269
* .191 .056 -.097 -.145 .082 -.193 .085 .124 .207 .097
Sig. (2-tailed) .020 .103 .637 .412 .219 .487 .099 .472 .294 .076 .410
N 74 74 74 74 74 74 74 74 74 74 74
Pearson Correlation .310
**
.277
* .081 -.107 -.243
* .144 -.086 -.025 .215 .313
** .029
Sig. (2-tailed) .005 .014 .479 .346 .031 .206 .449 .828 .057 .005 .798
N 79 79 79 79 79 79 79 79 79 79 79
Average
**. Correlation is significant at the 0.01 level (2-tailed).
*. Correlation is significant at the 0.05 level (2-tailed).
BMN5TR2 - 
OPERATIONS MANAGEMENT
BNM5TR2 -
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BSY5TR3 - 
STRATEGIC MANAGEMENT
ENT5TR1 - 
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LEAN ENTERPRISE 
MANAGEMENT
BON5TR1 - 
PROJECT MANAGEMENT
BPA5TR1 - 
MARKETING MANAGEMENT
BOB5TR1 - 
ORGANISATIIONAL 
BEHAVIOUR
BQT5TR2 - 
QUANTITATIVE TECHNIQUES 
FOR MANAGEMENT
BFB5TR1 - 
FINANCIAL MANAGEMENT
BIN5TR1 - 
INTERNATIONAL 
MANAGEMENT
BLS5TR3 - 
LEADERSHIP
Correlations
BHU5TR3 - 
HUMAN RESOURCES 
STRATEGIES
BAF5TR1 - 
ACCOUNTING FOR BUSINESS
BRA5TR2 - 
MANAGEMENT ACCOUNTING 
ASPECTS
BED5TR3 - 
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ANNEXURE B3 
CORRELATION BETWEEN MODULES AND OPQ32i 
(Last 10 scales) 
 
 
 
 
 
 
 
 
 
Relaxed Worrying
Tough 
Minded Optimistic Trusting
Emotionally 
Controlled Vigorous Competitive Achieving Decisive
Pearson Correlation -.256
*
.302
* -.182 -.120 -.169 .105 -.158 -.018 .055 .227
Sig. (2-tailed) .048 .019 .165 .362 .198 .423 .228 .891 .676 .082
N 60 60 60 60 60 60 60 60 60 60
Pearson Correlation -.006 -.110 -.010 .065 -.097 -.015 .052 .087 .113 -.148
Sig. (2-tailed) .968 .454 .943 .659 .509 .919 .722 .553 .441 .311
N 49 49 49 49 49 49 49 49 49 49
Pearson Correlation .042 -.023 .074 -.286
* -.177 .288
* -.135 .075 -.131 .024
Sig. (2-tailed) .750 .861 .569 .026 .171 .024 .298 .567 .314 .856
N 61 61 61 61 61 61 61 61 61 61
Pearson Correlation .061 -.086 .140 -.234 .065 .381
** -.054 .020 -.183 -.029
Sig. (2-tailed) .633 .501 .275 .065 .615 .002 .676 .875 .152 .819
N 63 63 63 63 63 63 63 63 63 63
Pearson Correlation -.156 .127 -.058 -.237
* -.083 .148 -.027 -.029 -.019 .059
Sig. (2-tailed) .189 .286 .628 .045 .489 .214 .819 .808 .877 .623
N 72 72 72 72 72 72 72 72 72 72
Pearson Correlation .047 -.076 .023 -.274
* -.089 .199 -.098 -.033 -.027 .092
Sig. (2-tailed) .696 .524 .845 .020 .458 .094 .411 .782 .821 .443
N 72 72 72 72 72 72 72 72 72 72
Pearson Correlation .328
* -.154 .110 -.253 .103 .276
* -.183 -.021 -.152 -.073
Sig. (2-tailed) .011 .245 .406 .054 .439 .034 .165 .872 .251 .582
N 59 59 59 59 59 59 59 59 59 59
Pearson Correlation .011 -.015 .019 -.070 -.078 .213 .149 -.143 -.153 -.007
Sig. (2-tailed) .921 .898 .870 .542 .497 .061 .192 .212 .181 .948
N 78 78 78 78 78 78 78 78 78 78
Pearson Correlation .057 -.016 .050 -.182 -.093 .117 -.127 -.159 .022 -.010
Sig. (2-tailed) .618 .886 .661 .108 .414 .303 .265 .163 .845 .928
N 79 79 79 79 79 79 79 79 79 79
Pearson Correlation .001 -.192 .288
* -.153 .060 .059 -.274
*
-.282
* -.205 .096
Sig. (2-tailed) .994 .169 .037 .274 .667 .675 .047 .041 .141 .496
N 53 53 53 53 53 53 53 53 53 53
Pearson Correlation -.138 -.147 .086 -.260
* .004 .120 -.100 -.177 -.125 .130
Sig. (2-tailed) .234 .204 .458 .023 .975 .303 .391 .126 .282 .264
N 76 76 76 76 76 76 76 76 76 76
Pearson Correlation -.016 -.137 -.052 -.093 .129 -.006 -.205 -.016 -.226 .003
Sig. (2-tailed) .892 .241 .658 .428 .268 .959 .078 .892 .051 .977
N 75 75 75 75 75 75 75 75 75 75
Pearson Correlation .065 -.046 .054 -.218 -.154 .147 -.130 -.207 -.115 .090
Sig. (2-tailed) .589 .698 .650 .066 .195 .218 .275 .082 .337 .454
N 72 72 72 72 72 72 72 72 72 72
Pearson Correlation .028 -.121 .088 -.029 -.011 -.019 .062 -.172 -.047 .054
Sig. (2-tailed) .813 .299 .451 .801 .926 .873 .593 .138 .686 .642
N 76 76 76 76 76 76 76 76 76 76
Pearson Correlation -.089 .001 .132 -.043 -.113 -.013 .112 -.131 -.110 -.067
Sig. (2-tailed) .504 .993 .321 .744 .396 .925 .397 .321 .407 .612
N 59 59 59 59 59 59 59 59 59 59
Pearson Correlation .027 -.038 -.066 -.141 -.212 -.004 -.126 .213 -.006 .140
Sig. (2-tailed) .819 .751 .578 .229 .070 .975 .283 .068 .959 .235
N 74 74 74 74 74 74 74 74 74 74
Pearson Correlation .015 -.081 .040 -.256
* -.055 .188 -.125 -.116 -.152 .086
Sig. (2-tailed) .898 .480 .723 .023 .631 .097 .274 .307 .180 .450
N 79 79 79 79 79 79 79 79 79 79
Average
**. Correlation is significant at the 0.01 level (2-tailed).
*. Correlation is significant at the 0.05 level (2-tailed).
BMN5TR2 - 
OPERATIONS MANAGEMENT
BNM5TR2 -
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ANNEXURE C 
 
APPLICATION FOR ACCESS TO STUDENTS INFORMATION 
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ANNEXURE D 
 
CONSENT TO ACCESS STUDENTS INFORMATION 
 
 
From: Seaman, Charmaine (Ms) (Summerstrand Campus South) 
<Charmaine.Seaman@nmmu.ac.za> 
Sent: 30 October 2012 09:50 AM 
To: mzi mafani 
Cc: Gerber, Robert (Dr) (Bird Street Campus) 
Subject: Permission - Access to Info 
 
Importance: High 
 
Dear Mr Mafani 
I hereby confirm that Adv D Newton has given permission to access the student data as 
requested in your email dated 3 August 2012. 
Kind regards 
_______________________ 
Charmaine Seaman 
Contracts Administrator 
to the Director: Legal Services 
Nelson Mandela Metropolitan 
University 
P.O.Box 77000, Port Elizabeth 6031 
Rm 1202, Main Building 
Summerstrand Campus (South) 
(t) +27 41 504 3263 
(f) +27 41 504 2183 
www.nmmu.ac.za 
 
 
 
 
 
NOTICE: Please note that this eMail, and the contents thereof, is subject to the standard NMMU eMail disclaimer which may be 
found at: 
http://www.nmmu.ac.za/disclaimer/email.htm 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
